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Announcing---A Change 
In the “Standard” Sticker Series 


There are now only five stickers in this series, as shown below. 
facilitates handling orders for small assortments. 
in units of 100 (or multiples thereof) of each sticker. 
Prices: 1,000 of any one sticker, $2.00---1,000 assorted, $2.50. 


1,000. 
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NOW that we've 
reminded you, 
won't you send 
us ac heck— 
please? 


Thank You! M 
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SESE E eee 
The “Who’s Who” 


of Business 


YT all of us have our names 
recorded in “Who's Who” or 
the Social Register but— 
All of us, whether in high or low 
estate, are catalogued in the “Who's 
Who” of Business—the records of 
the Retail Credit Bureau. 
Here on a little card is kept the life 
history of your credit record—of 
how you meet your obligations or 
don't. 
“Prompt Pay,” the highest tribute in 
the “Who's Who” of Business, is the 
record of those who pay retail bills 
on the 10th of each month 
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The 10th of the Month 


National Retail Credit 





Order from Your Credit Bureau 
or the National Office 





|| Remind You-- | 
) | 


(9) that this account 
has probably been 
overlooked and 
we'll appreciate 
your remittance. | 
Thank You! 





Use the “National” Inserts 


(Shown Below) 


“Credit-explanation” as well as “credit-educa- 
tion” is the mission of these little enclosures. 
Used with statements and collection corre- 
spondence, they explain the reasons for prompt 
payment, courteously and impersonally. 


Printed in two colors—-red and black—on a 
good grade of white paper. Actual size, 3% x 
6 inches. (Reproduced below one-half size.) 


PRICE, $2.50 PER THOUSAND 


Credit is Faith 
in Humanity 


PEA REDIT —derived from the 
(e Latin credo: I beliewe—is 
_ 1 

based on faith—faith in 
people—faith in their character and 
determination to, as Emerson says, 
“pay every debt as if God wrote the 


bill!” 


Is Merchants’ Pay Day! 


n HE retail merchant is a public 
servant. He serves you faith- 
fully and well and, like any 


other faithful servant, expects his 
payment when due. 


Retail charge accounts today are 
based on standard monthly terms: 
Each month's charges are due on 
the 10th of the following month. 
And he who justifies that faith, who 
pays his bills according to terms 
and promises, builds a credit record 

that is priceless 


Whether you are an employer or an 
employee, you know what “pay day” 
means! 


The 10th is the merchant's pay day. Pay 
him promptly. Prompt payments pro- 
mote prosperity and protect your credit. 


never abused, ts never refused. 


bills promptly 
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Orders may be assorted 
Minimum order, 












Your Kemittance- 


for this past due 
account will be 
appreciated. 
We'll be watch- 
ing for it! | 
Many Thanks! |: 
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What it means 


HAT little notation, “O.Ke”, 
on your charge slips, is the 
badge of honor of the retail charge 


iccount 


It means that your credit is good 


that you pay y bills promptly 
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HE SHOULD BE GRATEFUL 
—BUT HE’S NOT 


@ Perversely enough, a debtor gets to dislike his cred- 
itor. Instead of being grateful for leniency, the debtor is likely 


* to be hateful. 


Too often, the man who owes an overdue bill at Store A 
will go to Store B to make his purchases for current needs. 
Morally, he should make current purchases from Store A, 
which would help the store to carry his old indebtedness. 


Credit Manager’s Dual Job 


But he won’t—and that is why a credit manager has a double 
purpose in getting the old account cleaned up: First, to help 
preserve his firm’s financial situation; Second, to start the 
customer buying again. 


The credit manager can accomplish this dual purpose quickly 
and effectively by sending the delinquent customer to House- 
hold where he can borrow the cash to clean up his old account. 
Eighty per cent of our loans are for the purpose of refinancing 
groups of small debts, repayment being so arranged that there 
is no burden on the debtor. 


Household Money Management Service 


Household also supplies its 300,000 clients with up-to-date, 
scientific information on buying and budgeting. Many fam- 
ilies report that our “Buymanship Booklets” and “Budget 
Charts” have shown them how to save as much as 20% of the 
money they have been in the habit of spending. With this free 
help in family money management, and since the repayment 
of the principal and interest of an average loan is only about 
10% of the average monthly income, your harassed debtor is 
able to get out of the rut and stay out. 


The Household Loan Plan is described in a free booklet. 
Send for it. You will see for yourself how easy it will be to 
help your debtors to help themselves—and to get them back 
to your store as cash customers. 
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ABOUT THE COST. Efficiencies never can reduce retail 
prices to the level of wholesale prices—of either merchandise 
or money. However, when methods are devised which permit 
“retailing” money to husbands and wives on their signatures 
only, at rates lower than the 244% to 34% a month now 
charged on unpaid balances, Household will be found using 
those methods. 

















EDITORIAL COMMENT 


An Interesting Experiment-- 
But Will It Work? 


HE announcement appearing in recent trade 

papers to the effect that one of the outstand- 

ing stores of Philadelphia, Strawbridge & 
Clothier Company, had inaugurated a new policy 
allowing a discount of 1 per cent to charge cus- 
tomers who pay their bills by the tenth of the 
month following purchase and a 2 per cent dis- 
count to cash customers, is a most interesting ex- 
periment. 

I approve penalizing the charge customer who 
does not pay in accordance with prevailing credit 
terms. Cash and prompt-paying charge custom- 
ers, however, should be treated alike, inasmuch 
as the charge volume in the larger stores of the 
country ranges from 45 to 50 per cent of total 
sales (in some stores and in some localities it is 
70 per cent). 

The cash customers are more inclined to shop 
around and, with few exceptions, are not as loyal 
to the store as are charge customers. The dis- 
crimination of Strawbridge & Clothier in favor of 
the cash customer will, in my opinion, be difficult 
to explain and will result in some customers clos- 
ing their accounts. 

As a general rule, retailers feel that the addi- 
tional volume received from charge customers 
more than offsets the expense involved in book- 
keeping, credit losses and interest on outstandings. 
The average charge sale is larger than the cash 
sale which helps reduce the expense of doing busi- 
ness, and this, in my opinion—as much as any 
other factor—entitles monthly charge customers 
to every privilege accorded other patrons of the 
store. 

Many retailers, in cities throughout the coun- 
try, for years have recognized that the prompt- 
paying charge customer and the cash customer are 
entitled to more consideration than the customer 
who does not take care of his obligations promptly. 
As a penalty, some stores have for a great many 
years charged interest on past due accounts. 

As far back as 1931, the retailers of Youngs- 
town, Ohio, had adopted a credit policy of adding 
a carrying charge of %4 of 1 per cent monthly on 
all charge accounts not paid within 60 days. In 
August, 1933, this was changed to 30 days, this 
charge being assessed from the first of the month 
following purchase. 

The retailers of many other cities followed suit 
and with satisfactory results. This has accom- 
plished for the retailers participating in the plan 
what Strawbridge & Clothier hope to accomplish 
—reduction in credit office expense, increased col- 
lections and additional volume—without the 


handicaps which the plan referred to will prob- 
ably encounter. 

My recommendation to retailers throughout 
the country is to follow the lead of those who have 
pioneered in the adoption of a carrying charge. 
In this manner the customers who do not pay in 
accordance with monthly charge account terms 
will pay for the accommodation, and if such ac- 
counts are not paid with reasonable promptness, 
the Managers of Credit Sales will, in all prob- 
ability, restrict them against further charge pur- 
chases. 


New York Governor Recognizes 
Credit Men 


HE Associated Retail Credit Men of New 

York took the initiative in blocking the pas- 

sage of the following amendment to the 
penal law in regard to threatening communica- 
tions: “or any person who, for the purpose of en- 
forcing, collecting or establishing any alleged civil 
right or demand, sends or delivers any letter or 
written communication threatening to injure the 
credit or reputation of any person” (end of 
amendment) is guilty of a misdemeanor. 

It was passed by the Assembly—passed by the 
Senate—then sent to the Governor for signature 
with the proponents (mostly lawyers) figuring 
they had accomplished other means of preventing 
all but attorneys from handling collections. 

The Credit Associations of New York State got 
busy. They wrote letters to the Governor and 
asked their members to do the same. In New 
York City, the Credit Bureau contacted the heads 
of the largest stores and asked them to write per- 
sonally to Governor Lehman, which they did, 
pointing out to him that retail stores, before re- 
porting a debtor as delinquent to the Bureau, first 
advised him that his account was delinquent and 
if not paid would impair his credit standing. Pas- 
sage of the bill, the letters stressed, would inter- 
fere seriously with the collection procedure of all 
businesses. ‘ 

Governor Herbert H. Lehman not only vetoed 
the bill but attached the following message to his 
veto: “This new provision of law is so phrased as 
to be subject to constructions that would seriously 
impair the usefulness of credit organizations, credit 
associations and credit bulletins of particular trades, 
and also curtail the work of credit departments of 
businesses. For these reasons I am disapproving 
the bill. I wish to add, however, that ... I do not 
condone the practices resorted to by certain law- 
yers and collection agencies. Legislation to pro- 
hibit their improper activities would certainly be 
approved by me.” 
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In the “Selling of Terms”-- 
Only the Customer Benefits! 


HE Retail Credit Grantors of New Eng- 
land, in Convention at Swampscott, Massa- 
chusetts, May 15 and 16, unanimously 
passed the following resolution: “That this Con- 
vention regards as extremely dangerous the prin- 
ciple of liberalized credit granting, such as the 3 
and 4 payment plans reported at this meeting.” 

The plan referred to was inaugurated by one 
of the Providence, Rhode Island, stores and ap- 
plied to men’s wear only, terms of 30, 60 and 90 
days being extended (no carrying charge). Com- 
petitors came out with a more liberal plan, giving 
up to 4 months’ time and there is a strong likeli- 
hood that it will be offered on all types of mer- 
chandise. It has also reached into other cities of 
New England. 

In my opinion, the management of stores of- 
fering such terms will find it difficult to satisfy 
women customers who will want and probably de- 
mand—with every reason to expect—the same 
terms on their purchases. 

The selling of credit terms is an unsound prac- 
tice and in the final analysis only the customer 
benefits. 

It is hoped retailers will eventually see the light 
and be guided by the Managers of Credit Sales, 
who are interested not only in building sales but 
at the same time in maintaining sound credit prac- 
tices. 


All Districts Now Organized 


HE District organizational meetings held 

at Pittsburgh on May 20 and at Cleveland 

on May 20 and 21 marked the completion 
of the first step of the District Organizational 
“Set-Up.” 

Subject to adoption of amendments to the Con- 
stitution and By-Laws, which will be voted on at 
the Rochester Convention, the following have 
been elected Directors of the National Retail 
Credit Association for the ensuing year (District 
Number is shown in front of each name): 


1. F. R. Cooksey, Hill & Welch Co., Lynn, 
Mass. 

2. A. J. Kramer, Borden’s Farm Products Co., 
New York, N. Y. 

3. Everett Sumner, Florida Power Corp., St. 
Petersburg, Fla. 

4. P. C. Vaughan, Loveman, Joseph & Loeb, 
Birmingham, Ala. 

5. J. G. Ost, Cowell & Hubbard, Cleveland, O. 

6. H. O. Wrenn, Nebraska Clothing Co., 
Omaha, Neb. 

7. E. F. Horner, Kline’s, St. Louis, Mo. 

8. Marley Styner, John L. Wortham & Son, 
Houston, Tex. 


JUNE, 1935 


9. Russell H. Fish, The May Company, Den- 

ver, Colo. 

10. G. C. Braman, Bedell Co. of Oregon, Port- 
land, Ore. 

11. (South) S. E. Edgerton, Broadway Dept. 
Store, Los Angeles, Calif. 

11. (North) H. Price Webb, L. Hart & Son Co., 
San Jose, Calif. 

12. D. H. Goldman, Rosa Goldman Co., Pitts- 
burgh, Pa. 

13. Erwin Kant, Ed. Schuster & Co., Milwaukee, 
Wis. 


Cooperation Such as This 
Discourages “Rackets” 


ie November, the Executive Manager of the 
Credit Bureau of Greater New York, Mr. 
A. B. Buckeridge, requested the assistance 
of our Washington Representative, Mr. R. Pres- 
ton Shealey, in speeding the investigation and pos- 
sible prosecution of a scheme by which approxi- 
mately 41 department stores located in different 
sections of the country had been defrauded. 

The following from the bulletin of the Credit 
Bureau of Greater New York (May 8) explains 
the method used: 

“A number of stores received letters signed by 
‘The Secretary to Madame S. S. S. Soandso,’ 
who stated that some time previously her em- 
ployer had bought several cigarette lighters from 
the stores which she had sent to friends in the 
Diplomatic Service abroad—and that recently 
while the ‘Madame’ was talking to one of her 
friends over the transatlantic telephone, she dis- 
covered to her dismay that the cigarette lighter 
was defective. Upon checking with the other re- 
cipients of the gift she was amazed to find that 
their lighters were also defective. 

“Therefore a request was made for a refund on 
the lighters, plus the customs duty paid in ship- 
ping them abroad and plus postage. 

“Most of the stores made the refund. Where 
they remitted only for the lighters they received a 
follow-up letter requesting the money expended 
for customs duty. Not only in New York City 
but all over the country the stores were victimized. 

“The party who perpetrated the fraud, one 
Sherman F. Friedman, was indicted at the recent 
April term of Court at Clarksburg, West Vir- 
ginia, pleaded guilty and was sentenced to twelve 
months in the Marion County Jail at Fairmont, 
West Virginia—to pay a $500 fine—and to stay 
in jail until the fine is paid. The charge was using 
the mail to defraud and fictitious names under 
Section 338, Title 18, of the Criminal Code.” 

In sending the above bulletin Mr. Buckeridge 
wrote: “This explains the splendid cooperation 
given by our Washington Counsel, Mr. R. Pres- 

(Continued on page 11.) 








Maintaining the Prestige of the Title - - 
“Manager of Credit Sales” 


By F. J. AMSLER, Manager of Credit Sales, E.M. SCARBROUGH & SONS, Austin, Texas 


An Address Before the Eighth District Cumin’ 
tional Meeting, San Antonio, Texas, May 9, 1935 


“Manager of Credit Sales” implies. Doesn’t it 

bring to your mind quite forcibly a fact of 
which you may have been long aware, but of which you 
have not been acutely conscious? Too often, I fear, we 
are inclined to think that our activities are confined to 
that part of the store (frequently in the 
most remote section) set aside for the office 
of the Credit Department. 

Consider for a moment, however, the 
fact that well over 50 per cent of the 
store’s business is transacted on a credit 
basis—and consider that you, personally, 
are accountable for that portion of the 
store’s volume. You immediately have a 
picture of your activities, not confined to 
a space 9 by 12 or 25 by 40—or whatever 
space your office may occupy—but reaching 
out into the trade territory of your store, 
North, South, East, and West—challeng- 
ing you with a job to be done! 

The thought I am trying to put over is that we have 
an interesting job, a romantic job, an important job, not 
limited as some are inclined to believe, by definite boun- 
daries, but limited in scope and achievement only by our 
own abilities. The fact that so many store managers of 
today were the credit sales managers of yesterday is proof 
that our positions enable us to justly consider ourselves as 
a most important part of our store management. 

In the operation of a business—and especially of a 
Credit Sales Department—we all have, of course, a 
knowledge of what we think and what we want to do. 
Sometimes, I believe, we are so intent on what we think 
that we overlook entirely the customers’ thoughts and 
reactions. After all, their thoughts and reactions are just 
as important as ours. 

In fact, many of our policies must be based on what 
the customers’ thoughts and reactions are. We must 
never lose sight of the fact that any transaction must be 
profitable not only to the store, but to the customer as 
well. If it isn’t profitable to the customer, why should 
we expect a continuance of his patronage? 

_ Most anybody can buy merchandise—most anybody can 
sell some merchandise—but the firm that can buy and 
sell, and continue to sell, year in and year out, is the firm 
that gives (in addition to value received as far as the 
quality of the goods is concerned), an efficient and in- 
telligent service. That is where we come in and—since 
such a large portion of our stores’ business passes through 
our departments—we really have a “man’s-size” job. 

We come now to a consideration of what the customer 
thinks—his viewpoint, what he expects of us. We use 


| ET us consider, for a moment, what the term 


4 





the information obtained in studying conditions, mix it 
well with what the customer expects, and determine to 
what extent credit service, consistent with good business, 
may be rendered. 

It isn’t necessary for me to tell you what has hap- 
pened to the trend of the people’s thoughts during the 
past several years. The huge sums of 
mohey expended by the government—the 
repudiation of the vast amounts owed the 
United States by foreign governments— 
the wholesale reduction of interest rates— 
the bargaining to scale down the prin- 
cipal amounts of public and private debts 
—all of these things have had a very defi- 
nite effect upon the minds of the people— 
our customers. 

Some of them have come to feel that 
the world owes them a living—some have 
suggested in all seriousness the cancella- 
tion of their past due notes and accounts. 
It is my opinion that we are still too close 
to the situation to calculate the long-term effect of these 
things on the minds of the people. Perhaps a hundred 
or two hundred years from today, someone can and will 
sit down and study the cold facts and, without prejudice, 
write for the benefit of those who come after us, just 
what the long-term results were. 


We can, however, by constant consideration of the fac- 
tors involved, “adjust our sights” from time to time, so 
that we may intelligently handle our customers’ needs. 
Think of the changes we have seen in the short six years 
since 1929! That only provés more conclusively the neces- 
sity of adjusting our policies to meet changed conditions. 

What will our customers expect a year hence? Two 
years hence? We must be prepared to deliver that serv- 
ice, if it is justified, or to withhold it if it is not justified, 
and explain our reasons in such a way that they can 
understand why it is withheld. 

I think the present lends itself (as has no other time) 
to a careful survey of our credit policies and customer 
relationships. Now is the time to consider whether or 
not you have available, for immediate consideration, the 
facts about your Credit Sales and Credit Sales Depart- 
ment you need to know now. Maybe you are getting re- 
ports on various operations of your department—maybe 
they are the same reports you’ve been getting for years. 

If they contain information that doesn’t help you chart 
your course today, scrap them, or revise them, so they 
will. Remember, also, that a report isn’t worth much 
unless we use the information it contains—unless we 
do something about any condition that is revealed as need- 
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ing attention. Too many reports are just made, read and 
filed—lots of them are just made out and filed! 


I realize that a good many of you do not personally 
interview the customer who comes to your department 
seeking credit or some service which the Credit Depart- 
ment offers. You are all responsible, however, for the 
man or woman who does interview that customer. It is 
your job to see that he or she is trained to make that cus- 
tomer feel that the department has been created to serve. 
If you sell your interviewers on that point, they will have 
no difficulty in selling the customer. 

Remember also that the customer, in the first contact, 
is sold not only on the credit department but on the store 
as a whole. The permanence of that first impression 
cannot be exaggerated. That first impression is, in 
ninety-five cases out of a hundred, the one that will stick. 
It is your job to see that the interview creates, in the 
mind of the customer, the idea that she is dealing with 
a store which is not only eager but prepared to give her 
friendly, intelligent service—in addition to merely supply- 
ing the merchandise she needs. 

She should feel that here is a department to which 
she can turn—if some future transaction is unsatisfac- 
tory—a department that is interested and wants to know 
if she fails to get that to which she is entitled. Of course 
your credit department doesn’t handle merchandise or 
delivery complaints, but it can see that these complaints 
are handled with dispatch by the proper persons (if they 
are reported by the customer) and she should be advised 
of that fact in that first interview. 

If your Credit Sales Department sells its friendly atti- 
tude, its ability to intelligently serve, as it should, your 
collection problems will be fewer. Too often, unpleas- 
ant collection experiences occur due to a lack of under- 
standing between the customer and your Credit Sales 
Department. The method of approach used in attempt- 
ing to collect an account is too often a hit-and-miss prop- 
osition—rather than a carefully planned one, based on the 
individual’s ability and personal characteristics. 

Teach those under you the importance of studying 
your customers—the great advantage gained by being 
familiar with the individual needs of each customer—the 
individual reactions of each. If there is complete under- 
standing between your Credit Sales Department and your 
customer, the problem of working out the liquidation of 
a past due account is simply the problem of a letter or 
a phone call, arranging an interview. The preliminary 
steps have been taken, there is mutual confidence and 
understanding, the arrangement for settlement of the ac- 
count will be merely a matter of detail. 

For emphasis, I repeat that we have a real job, and 
one which carries with it an obligation to the customer 
as well as to the store. It is as interesting, as great a 
challenge to our ability, as any job under the sun, and in 
order to maintain its prestige, we must be informed; we 
must sell our service to the customer in a dignified man- 
ner, made possible by our knowledge of its mutual ad- 
vantages. In selling our service, however, in that dig- 
nified manner, let us never lose that sense of humor, with- 
out which a man dealing with credit sales would go down 
to an early grave. 

If our customers, in thinking of our store, think of it 
not only in terms of good merchandise but also—in the 
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same thought—of a Credit Sales Department intelligently 
giving—in a friendly manner—an added service, then we 
will have been successful in “Maintaining the Prestige of 


the Title, Manager of Credit Sales.” 
“Der 


When buying your railroad ticket to the Convention— 
ask for “one-way” ticket and a “fare-and-a-third 
certificate.” 








Retail Credit Men 


attending the 








Annual Convention 
Hotel Seneca 


Rochester, N. Y. 
June 18-21, 1935 


are invited to see 


The New 
Burroughs 
Machine 


for posting 











History and 
Credit Records 


on display 
at the 
Burroughs Booth 


Burroughs Adding, Accounting, Calcu- 

lating, Billing Machines, Typewriters, 

Cash Registers and Correct-Posture 
Chairs also will be shown. 


BURROUGHS ADDING 
MACHINE COMPANY 


Detroit, Michigan 














\ j J HEN a store, selling on a strictly cash basis from 
1891 to 1932, decides to change its policy, and 
opens a department for the handling of Monthly 

Accounts, it is an interesting change, to say the least. 

The Taylor Store had its beginning May 8, 1881—in 

a one-room store with a storage basement at the present 

location, the south part of the present frontage on Main 

Street. The retail district of Kansas City was then from 

Fifth to Seventh. Muddy streets with plank crossings 

were part of the picture and lumber yards occupied two 

adjacent corners. 








“The Public Was Credit-Minded” 


. . . Credit came more and more into the 
picture—installment buying became rampant— 
the public was more and more credit-minded. 
Selling for cash was increasingly hard to ac- 
complish. . .” 








Until 1891, the selling was on a cash and charge basis. 
Then Mr. Taylor decided he could do better for himself 
and his customers if he could sell strictly for cash and 
have his capital available for cash buying on his own 
account. Money was not plentiful and credit was not 
easy to get. So a change was made to a strictly cash basis 
and some customers said they would quit trading with the 
Taylor Store if they couldn’t have an account. If they 
did quit, others came to take their places, for the store 
grew and prospered. 


Space was added from time to time until a 100-foot 
frontage on Main Street was occupied—three stories and 
basement. In 1904, a new building with 90 feet of front- 
age on Baltimore Avenue, five stories and basement, was 
joined to the Main Street building. In 1914, the Main 
Street structure was entirely rebuilt with six stories and 
basement and a sixth story was added on Baltimore Ave- 
nue. This gave the store 155,000 square feet of floor space. 


Then—what happened? Business went merrily on 
through the war period—credit came more and more 
into the picture—installment buying became rampant— 
the public was more and more credit-minded. Selling for 
cash in volume was increasingly hard to accomplish, and 
especially so with a store doing a better grade business. 
Finally a decision was made to go with the current—not 
against it—and our Department of Monthly Accounts 
was opened January 2, 1932. 
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The Cash Store 


Turns to Credit! 


By FRED M. LEE 


Treasurer, The John Taylor Dry Goods Company, Kansas City, Mo. 


A manager was employed well ahead of time. Equip- 
ment was inspected and purchased. A working organiza- 
tion was employed. 

A selected list numbering many thousands was run 
through the Credit Bureau for “A-B-C” rating. 

A letter and signature card were sent to the “A” rated 
names, and they were advised that their account had been 
opened. An announcement, dignified in wording and 
set-up, was run in the papers January 1. It announced 
the new department, proclaimed it was an item of serv- 
ice for those who desired an account as a convenience, 
and mentioned that, to all, the terms were “due on the 
first, following date of purchase, and payable not later 
than the tenth.” To this principle we hold quite reli- 
giously. 

Our collection record reflects the result—75 to 80 per 
cent of our outstanding amount is collected in thirty 
days. This may be partly accounted for by the fact that 
in recent years individuals are thinking more seriously of 
their obligations than probably at any time in many years. 

What is the result in monthly accounts volume? The 
third year increased approximately 35 per cent over the 
second year and 70 per cent over the first year. This 
we believe to be a very satisfactory growth in view of the 
general business conditions the country has been going 
through. We firmly believe that a sound credit policy 
backed up with courteous collection efforts is a business 
builder. 

As our high collection percentages have created a great 
deal of interest and some criticism from other merchants, 
I will outline as briefly as possible our basis of opening 
accounts and our collection procedure. 

First of all, we do not have a definite minimum sal- 
ary requirement in opening Monthly Accounts with sin- 
gle persons. This, we believe, must be determined very 








“With the Current—” 


“Finally a decision was made to go with the 
current—not against it! What is the result— 
in volume? The third year increased .. . 35 
per cent over the second year and 70 per cent 
over the first year!” 








largely by the length of employment of the applicant and 

other conditions such as past paying record, present in- 

debtedness, and whether or not applicant is living at 
(Continued on page 31.) 
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One Reason Why Crooks Dislike Telautographs! 





Interior of Credit Bureau—Milwaukee Association of Commerce 


12 Great Establishments Have Telautograph Connections! 


In 1929, Mr. Fred S. Krieger, Bureau Manager, In 1932— 


Milwaukee Association of Commerce, Said: This Happened: 
TELAUTOGRAPH TRAPS CROOK 


J 3 zi 4 Captured by Erwin Kant, credit 
installed have given us satisfaction and we manager of Schuster’s store, at N 


"May I say that the six machines we have 


e ’ Third and W. Garfield Streets, after 
are highly pleased with them. In fact, the a warning had been flashed over the 
z - telautograph machine from the Mil- 
installation has proved to be all that we waukee Association of Commerce by 

‘ é Miss Annette Scott, the young woman 
ant icipated. admitted the scheme, which she said 


started some time ago in a spirit of 


"I believe it will be only a matter of time revenge over having received a worth- 


less check herself. 


when all leading bureaus will establish such —Reprinted from Mthoantee Sentinel 
service between the bureau and larger users." pierce ates 








Today His Bureau Has 12 Machines—24 Other Bureaus Use 141 Telautographs! 
Are You Fair to Your Bureau and Store in Not Having Telautographs? 





Send for Our Man Now! No Obligation—Of Course 


TELAUTOGRAPH F, CORPORATION 


16 W. 6lst St. WE tie PART New York City 
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Ramblings from the Book of Retail Credit 


By WILLIAM W. WEIR 
Credit Sales Manager, The May Company, Los Angeles, Calif. 


ads 
Extracts from a 
paper read at the 
Eleventh Dis- 
trict Organiza- 
tional Meeting, 
Santa Barbara, 
Calif., May 10, 

1935 
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HEN we consider the short span through which 

WV retail credit has been moulded into shape, the 

credit managers and the associations through- 

out the country should be congratulated on the way it 

has justified itself during the past few turbulent years. 
« * * 





Our National Association has been in existence less 
than a quarter of a century and very few merchant-owned 
bureaus were formed prior to 25 years ago. Standard 
reports have been written only during the last 20 years. 

* * + 


The National Retail Credit Association for over 
twenty years has been building a great dam for the con- 
trol of credit. Its preachments of sound credit practices, 
its education of credit managers in the best methods of 
credit control, its education of the public in the necessity 
of prompt payments, and the development of a chain of 
1,300 credit reporting bureaus (with the credit records 
of more than sixty million individuals)—like the dam in 
the river—hold back the stream of unwise credit busi- 
ness. * * * 


One of the compensations for having lived and worked 
during this formative period is that of comparing condi- 
tions as they were in the beginning with those of the 
present. There is nothing more interesting than a con- 
sideration of the progress made along the trail of retail 
credit granting, the trail which developed into a road 
and then into the highway of commerce. 

. * * 


From the country store’s “O.K.” to take out a new 
harness and pay for it “when the: crops come in,” to the 
highly specialized administration of credit granting to- 
day, we find a vista of significant change. The strongest 
factor for which we of today have to be grateful is the 
handful of men associated with credit granting who had 
the ability and the fortitude to anticipate change, to 
vizualize conditions to which the trend of their times 
was leading and to build into their activities certain 
ethics of credit. * * * 


There is something inspiring in noting the urge of 
those connected with credit to lift their work into that 
of a profession from the hit-and-miss, “if we don’t trust 
him someone else will” stage of credit granting. We 
may find assurance that credit will be as staple as mer- 
chandising in the widespread movement to educate the 
public on the subject of credit, its importance, its use 
and its abuse and possibilities. 

* * * 


a 

The credit field mirrors almost immediately the chang- 
ing conditions and the causes which contribute to the 
change. And the man in credit work who is to survive 
and succeed must be alert to these changes and these 
causes. * * * 


No longer do we have “selling” and “non-selling” 
employees, “producing” and ‘“non-producing” depart- 
ments. We have Merchandise Selling and Service Sell- 
ing. In changing the name of the credit department to 
the credit sales department, management has recognized 
that every employee is engaged in selling. This includes 
everyone in the service divisions, from the janitors to 
those holding the highest positions. While we do not 
all sell merchandise which can be seen, felt and com- 
pared, we do deal in that most obvious commodity known 
as “good will.” Good will is the chief asset of any 
business and we all have a common interest in the suc- 
cess of our store. * * & 


The subject of standardization could well be another 
consideration of the credit manager. As it is now, one 
can visit credit departments in several different institu- 
tions in one city or in several different cities, and find 
hardly any two departments functioning alike in any 
detail or with anywhere near the efficiency they could if 
a standard credit department plan of procedure were 
worked out and adopted. Standard practices and forms 
contribute much to the efficiency of the credit depart- 
ment. In spite of the fact that we may think our office 
has the best routine, there is always an opportunity to 
improve upon every procedure, if not in the saving of 
time, then to make doubly sure of accuracy and to guard 
against carelessness, to say nothing of establishing a basis 
for computing the figures which make up statistics, so 
that they will be comparable. 

* * * 


There never was a time in our history when knowledge 
and cooperation were more needed. ‘There never was a 
time when knowledge and cooperation on credit matters 
were of such vital importance to the retail business. This 
is an age of organization and consolidation. We must 
learn to do those things which produce the best results. 
It is also an age of constant change, and only through 
discussion and the exchange of ideas can we keep abreast 
of the times. * * * 


So, in passing, it might not be amiss to mention the 
responsibility someone must take to help those coming up 
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along the line—those who will some day be the credit 
managers and the bureau managers, replacing those who 
have learned via the long route of hard knocks. It is 
not fair to let them make the same uncertain detours 
that circumstances forced on us. The credit profession 
has its share of leaders, its opportunity for the develop- 
ment of leadership. What it needs is education of the 
entire group of credit workers and a standardization of 
its procedure. 
> > » 


Marked Improvement in Credit Conditions 
in 1934 Shown by Commerce 
Department Survey 

The retail credit survey for 1934, issued by the Bu- 
reau of Foreign and Domestic Commerce, has just been 
released. This report on retail credit conditions for 1934 
is a continuation, but on an annual basis, of the retail 
credit series which has been issued semiannually for the 
past four years. The scope of the 1934 report has been 
broadened to include a greater variety of retail trade as 
well as a large geographical representation. Data are 
presented for twelve kinds of retail trade located in 79 
cities in the United States. 

The retail credit surveys of the Department of Com- 
merce are made at the request of the National Retail 
Credit Association. The last report was prepared by 
H. T. LaCrosse, under the general direction of N. H. 
Engle, Assistant Director of the Bureau of Foreign and 
Domestic Commerce, and Wilford L. White, Chief of 
the Market Research and Service Division of the Bureau. 


Dollar Volume 14 Per Cent Greater Than 1933 

Indications of considerable improvement in retail credit 
conditions during the year 1934 are shown in the results 
of this report. The dollar volume of goods sold in 1934 
by the reporting firms was 14 per cent greater than in 
1933. 

The ratio of credit sales (open-credit and installment 
combined) to total sales increased for 9 of the 12 kinds 
of stores—coal and wood, department, furniture, grocery, 
hardware, heating and plumbing, jewelry, lumber and 
building material, and men’s clothing. 

Payments on both open-credit and installment-credit 
accounts receivable were made much more promptly dur- 
ing each month of 1934 than in 1933. Moreover, there 
were marked decreases in bad-debt losses on these ac- 
counts. 


Outstanding Time on Open Accounts Reduced 
9 Days 

Particularly significant to the retail credit granters is 
the reduction in cost of credit extension resulting from 
accelerated payments on accounts receivable and marked 
decreases in bad-debt losses. Open-credit accounts re- 
ceivable were reported as outstanding, on the average, 
82 days in 1934, 9 days less than reported for 1933; in- 
stallment accounts were reported outstanding, on the 
average, approximately 7 months in 1934, as compared 
with 8 months in 1933. 


Bad Debt Losses Reduced One-Half 
Coincident with this healthier condition of retail col- 
lections, bad-debt-loss ratios for 1934 on both types of 
accounts were about one-half the ratios for 1933. The 
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loss percentage on open accounts was | per cent for the 
year 1934 and 2.2 per cent for 1933; on installment ac- 
counts, it was 1.8 per cent for the year 1934 and 3.5 
per cent for 1933. 

Department store bad-debt losses for open credit were 
0.7 per cent for 1934, compared to 1.3 per cent for 1933; 
on installment credit—1.5 per cent in 1934, against 3.1 
per cent in 1933. 

One of the main purposes of the retail credit studies 
is to help merchants and their credit managers toward 
more intelligent credit management through research and 
education. Reliable factual information furnishes more 
definite and more dependable guides for credit extension 
than have heretofore been available. The individual 
credit granter—knowing his own experience in such mat- 
ters as credit losses, turnover of receivables, and other 
related matters—can compare experiences of other mer- 
chants operating under similar conditions and govern 
himself accordingly. 

Every member of the National Retail Credit Asso- 
ciation should purchase a copy of this study. It may be 
obtained for 10 cents from the Bureau of Foreign and 
Domestic Commerce, Washington, D. C., or from your 
local district office.—Arthur H. Hert. 


yr Fo > 


Credit Check on “Charity Chiselers”! 


Local credit bureaus, such as maintained by Monrovia 
and other cities, will be contacted by representatives of 
the Board of Supervisors of Los Angeles County to ascer- 
tain the status of “charity chiselers.” 

In this new drive to eliminate those who are able to 
support themselves, who are now “chiseling in’ on county 
charity, the Board yesterday appropriated $1,250 to ob- 
tain a report from the Retail Credit Association on 1,000 
cases of persons receiving aid through the county depart- 
ment of charities. 

This action was requested by Rex Thomson, superin- 
tendent of charities, who told the board that the associa- 
tion has access to information, such as bank accounts, in- 
vestments, income, real and personal property and other 
items almost impossible to secure from other sources.— 


Monrovia (Calif.) Journal. 


Membership Blank 
National Retail Credit Association 

1218 Olive St., St. Louis, Mo. 

I hereby apply for one year’s membership in your 
Association, subject to acceptance by you and by 
your recognized unit in this locality. I enclose $5.00 
which I understand entitles me to all the privileges 
of membership, including a year’s subscription to 
“The Credit World.” 


eee eee eee 
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Problems of the Public Utility 
Credit-Sales Department 


By EVERETT SUMNER 


Credit Manager, Florida Power Corporation, St. Petersburg, Fla. 


O YARDSTICK can be laid down for a credit 
department in any business. No more can we 
take that perfect plan of organization which we 

used in our merchandising methods ten years ago and 
say: “Now Mr. Merchandising Manager, here are your 
rules, you must stick to them.”’ Changes are so rapid, in 








Editor’s Note 


Mr. Sumner is President of the Associated 
Credit Grantors of St. Petersburg, Florida. 

At the organizational meeting of the new 
Third District, Jacksonville, Fla., April 20, he 
was elected to represent the District as Na- 
tional Director. 








fact, that every living human being among us has to call 
the card before it is played or someone else will do the 
calling. 

Take a look at the collection percentage, the charge- 
offs, the reserve set up for bad debts, and the reverts. 
Now take another glance at the percentage of sales in- 
crease and you will have an excellent picture of the man 
behind the credit desk. How does he fit in? The most 
talked of business in the United States today, Public 
Utilities, will be used for example. 

Why a credit department in the Utility business? The 
answer is, for self-preservation most of the larger com- 
panies are definitely in the merchandising business. An- 
other obvious reason is that practically all residential 
users are billed monthly. Every utility company takes its 
risks. For the “slow-pay” customer it is the hardest bill 
to pay, because it must be paid in a lump sum. 

“But,” you will say, “a deposit is required in advance.” 
But did you stop to think of the number of people who 
ask for extensions? Those same persons usually pay a 
visit to all utility credit offices each month. Heavy usage 
of major appliances frequently causes the bills to exceed 
the deposit. Most of the appliances sold are ample se- 
curity for the face of the contract, but the credit depart- 
ment still has its place. Aside from depreciation it is 
sometimes necessary to spend more than the list price of 
the appliance, in extending mains or lines to the cus- 
tomer’s property. Competition has brought about un- 
usually long term contracts. Also some laymen have 
overlooked the large number of investors in utility stocks 
who are entitled to the protection of an up-to-date col- 
lection department. 

The customer’s side must also be considered. Em- 
ployees engaged in the utility business must be human. 
Mr. Average Customer must be met on his own ground. 
The customer’s troubles are the employee’s troubles. 
There is no shell to crawl into; in general, we must have 
a civic conscience. 
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Our problems are all akin. In other fields of mer- 
chandising you have the refusal of the account right at 
the start, but when the customer meets necessary wiring, 
piping, and inspection requirements of the utility it must 
serve him or its franchise is at stake. The other mer- 
chant’s risk is represented by that portion of his stock 
which he allows the customer to take out of his store to 
be paid for later. The utility must pay for production, 
distribution, transmission, and numerous other costs aside 
from the investment in major appliances. We should 
then feel wholly justified in maintaining an up-to-date 
credit department! 

Many things can entér into making this department 
fit in. In outlining these the writer will use the pro- 
cedure most familiar to him, that of his employing firm. 
Our aim is “every employee a salesman”—and it can’t 
be beat. Actual closing is done only by sales represen- 
tatives who have assigned territories, but many employee- 
customer contacts result in a practically consummated 
sale. Every housewife is a potential buyer. 

Contacts such as those made by the New Accounts 
Department, the meter turn-on man, the meter reader, 
the service man, and the home service representative posi- 
tively afford an opportunity for sure-fire results. The 
live utility company has long ago adopted this plan: A 
prospective customer having become interested (while 






FORM G-220 8M 4-34 OF 


EMPLOYEE PROSPECT St ee 


Date Tutned in ..Date and Hour | Pg: ee ° 


Address ....- sesee ° ° 7 
Prospect for . senncateecéceneouns see @ esetonesooose 
Remarks ..- pknnosnkneeteavedsneuenen>seneeteeee™” om 


pecccccceesccccccoomescooossesees 


Employee ....cceccscercerseecercere 
BePO WY crccscccscrvcccscrecccscsogsccssssooosssooooceess 














Prospect tip is good for 60 days, excepting for ranges, domestic refriger- 
ators or water heaters, for which 90 days is allowed. 

In case of conflict in turning in prospects, the prospect card first re- 
ceived by the Merchandise Department will be accepted. 

Employee must either know prospect personally or feel fairly certain 
that prospect is interested in appliance listed. Tips are desired which will 
result in load building and for sales which would not be made by salesmen 
unileas this Prospect Tip be turned in. 

A notice of expiration will be mailed to you at the end of the time 
limit, and thereafter two days, including the mailing day, will be allowed to 
lapse to permit the person having submitted the prospect card originally to 
renew the same, and should the sale be concluded in this period, the bonus 
will be paid to the person whose prospect card has immediately expired. At 
the end of the two day period, other eligible non-sales employees may turn 
in a prospect tip on lapsed prospect card. 

Commercial! and institutional customers are not eligible prospects for 
Tips. All prospect Tips will automatically expire yearly as of December 25 





Tum in entire card to Merchandise Department. See 1931 Plan Book for details. 
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casually passing remarks with any of the above men- 
tioned) may not know it, but his name is immediately 
placed in our prospect file with the information necessary 
to be turned over to the sales representative. 


(Note: Figure 1 shows the “Employee Prospect-Tip” 
blank which is turned in on each prospect. Figure 2 
shows the reverse side of this blank.) 


When a sale is made, the signed sales ticket and con- 
tract are sent to the Credit Department and it is here 
the Credit Man must play several roles well. He will 
retain the good will of the customer and his fellow- 
employees if he is the right sort of an executive. First 
of all the salesman has had resistance to overcome before 
he has reached this stage of the game. Then if proper 
credit information is not furnished he must call back or 
ask the customer to come in. A call is placed with the 
Credit Bureau and after a thorough check-up comes the 
decision (stricter terms, not approved, or O.K.). 


A card filing system is kept of all reports for collec- 
tion data. Having been approved the contract goes back 
to the Merchandise Manager and work orders are is- 
sued. Each salesman is protected in his territory regard- 
less of who makes the sale, and salesmen are loyal to the 
company. Each employee is rewarded with a bonus for 
each tip resulting in a sale, and the incentive is worth 
while. 

(Note: The contract form is a “foldover” form con- 
sisting of the account record—shown in Figure 3—and 
the contract in triplicate. It is impracticable to reproduce 
the contract part of this form as it is printed in small 
type. If you are interested in contract forms we recom- 
mend that you write Mr. Sumner for a copy of this 
one.-—The Editor.) 


Upon entry of the sale on the books, an acknowledg- 
ment letter (Figure 4) is prepared and mailed to the 
customer together with customer’s copy of the contract. 
This insures a thorough understanding of terms and has 
proved to be a good safety valve. 

My creed is “Have a Definite Understanding.” If a 
man can’t pay, find out when he can, MARK IT DOWN, 
and FOLLOW UP THE NEXT DAY. In closing I wish to 


state that after eight years with my present firm I believe 
I have the good will of all employees—including the sales 
force—and the majority of customers. 


Birmingham Judge Makes Important 
Bankruptcy Rulings 


Federal Judge W. I. Grubb today put teeth in Sec- 
tion 74 of the new bankruptcy law, which enables a man 
to retire his obligations through a debtor’s court. 

Judge Grubb ruled that: 

1. When a man agrees to pay his creditors through 
the extended payments plan of the debtor’s court, he can- 
not enter into bankruptcy while his case is pending with- 
out showing cause why he cannot continue payments. 

2. Debts created subsequent to entering debtor’s court 
cannot interfere with the program through garnishments 
or any other measures. 

3. The debtor’s court has jurisdiction over the future 
earnings of a man who agrees to follow its program, as 
long as his case is pending. 

Judge Grubb handed down the rulings in the case of 
Joseph Patrick McKeever, Southern Railway Company 
engineer, who entered into a debtor’s petition whereby he 
agreed to pay creditors $50 a month on debts approximat- 
ing $1,700 but who later tried to file bankruptcy pro- 
ceedings. 

Declaring that Judge Grubb’s ruling “reduced a man 
to servitude,” W. S. Pritchard, attorney for McKeever, 
filed notice of an appeal to the U. S. Circuit Court.— 
Birmingham (Ala.) Post, May 28, 1935. 


~er 
Cooperation Discourages “Rackets” 
(Continued from page 3.) 
ton Shealey, and I think he should be given 
proper credit for the successful conclusion of the 
case in which he played an important part.” 


This demonstrates the advantage of coopera- 
tion between retailers and with the National Of- 


fice. 








FLORIDA POWER CORPORATION 


POWER AND UGHT BUELDING 
SAINT PETERSBURG, FLORIDA 
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AMOUNT inane 
AMOUNT OF CONTRACT 


—— 


PUR N CE CARO E 
INITIAL PAYMENT 


} pues =| Dear Sirs 
——— 


We acknowledge with t anks, your recent 
wder given us for one RA-54 Hotpoint Range. The 





* FINAL PAYMENT 





. 
a CASH PAID ON CONTRACT 


i 


AMOUNT FINANCED : —— = 
MTHLY PAYMENTS §. 
AMOUNT DUE FROM CONTRACT $. = oars ous DATE PAID 


sales contract for this appliance shows thet you made 
a down payment of $5.12, the balance of $110.88 to 
be paid in 24 installments of $4.62 each month with 





your light bill. 





DATE PAID BALANCE PAYMENTS 








PAYMENTS oars Ove | | 








We are enclosing the triplicate copy of 


























your contract and will appreciate your advising us if 
this is not your understanding of the agreement. 











Again thanking you for your patronage and 




















hoping we may be of further. service to you, should 
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you need anything in the electrical appliance line, we are, 























Yours very truly, 
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E. T. Moore 



































Merchandise Manager. 
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Again -- After 22 Years-- 
We Say: “On to Rochester” 


managers of vision met in annual convention at 

Rochester, New York. They represented the Na- 
tional Retail Credit Association (then known as the Re- 
tail Credit Men’s National Association) and the Na- 
tional Association of Mercantile Agencies (later absorbed 
by the National Retail 
Credit Association and 
since July Ist of last year 
the Inter-Bureau Report- 
ing Department of the 
NCCRC). 

It was the first conven- 
tion of the Retail Credit 
Men’s National Associa- 
tion, which was organized 
the previous year in Spo- 
kane, Washington. 


Fe 1913 a few credit executives and credit bureau 





The first president of 
the Association, Mr. Sher- 
Leonard Berry man L. Gilfillan, then 
Credit Manager of L. S. 
Donaldson & Company and now Secretary of the 
Minneapolis Credit Service Exchange, who presided over 
the Rochester Convention, will be with us again this 
year, as will be several charter members of the Associa- 
tion. 


There will be many others, loyal members of the As- 
sociation, some of the Old Guard and others who, though 
young in the service of the National, are equally interested. 


To the men who had the vision, initiative and cour- 
age to undertake the work in the early years of the As- 
sociation and have continued since, and to those who have 
so liberally contributed of their time and thoughts in 
its upbuilding, much credit is 
due. 

It is hoped many will at- 
tend the Convention this year 
and all will have cause to be 
proud of the accomplishments 
of the 22nd Convention and 
the National Association’s 
progress and service in the in- 
terest of the nation’s retailers 
over a period of 23 years. 


The Convention 
Committee 

On this page we show 
photographs of the members 
of Rochester’s Convention 
Committee. Leonard Berry 
of B. Forman Company, Gen- 
eral Chairman, is shown in 
the separate cut. 
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Those shown at the bottom of the page are: Top 
row—left to right—Frederick G. Waite, Credit Bureau 
of Rochester, Chairman Hotel and Reservation Com- 
mittee; Frank E. McLaughlin, McCurdy & Co. Inc., 
Chairman Registration Committee; Miss Alice Alex- 
ander, A. R. Miller, Inc., Chairman Ladies’ Committee ; 
Mary Huddy, E. W. Edwards & Son, Chairman Recep- 
tion Committee; J. Gordon Ross, Rochester Gas & Elec- 
tric Corp., Chairman Entertainment Committee. 

Bottom Row—left to right—Bert Copeland, Sun Oil 
Company, Chairman Exhibits Committee; Walter Ris- 
ing, Jenkins & Macy Co., Chairman Group Conference ; 
Clayton Herman, Sibley, Lindsay & Curr Co., Chairman 
Finance Committee; L. S. Somers, McCurdy & Co., 
Chairman Transportation Committee; Edward E. Ott, 
L. C. Langie Coal Co., Chairman Banquet Committee. 


Convention Information 


Entertainment 
Entertainments are scheduled for Monday and Tuesday 
evenings. The Annual Banquet, with accompanying en- 
tertainment, will be held Thursday night. 
In addition, a special daily entertainment program has 
been provided for the wives and guests of delegates. 


Registration Fees 
The Registration fee for delegates is, as usual, $10.00. 
For the wives and members of the families of delegates 
who have paid $10.00, the registration fee will be $5.00 
each and this, of course, will entitle those registering for 
this fee to all entertainment and other features provided 
by the Convention Committee. 
26" 
When buying your railroad ticket to the Convention— 
ask for “one-way” ticket and a “fare-and-a-third 
certificate.” 
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Announcing - - The Winners! 


ship campaign just closed was highly successful. 

The increase—in new members—over last year 
was 40 per cent! The respective Membership Chairmen 
were keenly interested in the work, and the momentum 
gained will, I am confident, be reflected in an excellent 
membership showing for the fiscal year ending May 31, 
1936. 


stir canna G considered, the National member- 


Regional Winners 


Although only one Regional Chairman showed an in- 
crease over his quota, it has been decided to award prizes 
to the Regional Chairmen reporting the largest number 
of new members and the next to largest number. 

H. J. Burris of Kansas City, Missouri, District 
No. 7, is to receive the first prize, his increase over quota 
being 4.9 per cent. 

E. E. Snyder, Washington, D. C., District No. 2, re- 
ceives second prize for the largest number of new mem- 
bers. The third prize goes to H. C. Stroupe of Memphis, 
District No. 4, who reported the next largest number of 
new members, excluding District No. 7. 


B. F. Collins, Minneapolis, District No. 6, with 224 
members, was within 18 of the total of District No. 4. 
Winners of State Prizes 


S. S. Bliss, Portland, Oregon, with an increase of 30 
per cent over quota, receives the first prize for State 
Chairmen. 


W. E. Glass of Denver, Colorado, finished second 
with 29.6 per cent, and E. E. Paddon, St. Louis, Mis- 
souri, with an increase of 19.1 per cent, receives the third 
prize. 

H. D. Smith of Wichita, Kansas, is entitled to hohor- 
able mention, with an increase of 14.4 per cent. 


Other Awards 


First prize to the Local Chairmen goes to Miss Marion 
QO. Brooks, Baton Rouge, Louisiana, with 120 per cent 
increase over quota; second prize to Sam W. Davis, 
Monroe, Louisiana, with 107 per cent increase; and third 
prize to J. D. Torrance, Huntington, West Virginia, 
with an increase of 50 per cent over quota. 


Memphis, Tennessee, reporting 86 members, 50 of 
which were received in the final month of the campaign, 
receives Honorable Mention, with an increase over quota 
of 43.3 per cent. 

Autographed copies of President Reed’s books will be 
sent to the Regional, State and Local Chairmen. Prizes 
will be awarded to the Local Committeemen qualifying 
under the rules of the contest, as explained in the 
October, 1934, issue of The Crepir Wor Lp. 

The prize to the Association in “Group One” report- 
ing largest number of new members over its quota goes 
to Gallup, New Mexico, with 21 members. The “Group 
Two” prize gots to Minneapolis, Minnesota, with an in- 
crease of 15.1 per cent. Oakland, California, receives 
Honorable Mention, with an increase over quota of 11.9 
per cent. 

(Continued on page 25.) 
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Membership Standing 


New Members Enrolled—May 1, 1934 to May 31, 1935 








Region State City Region State City 





District No.1 98 WISCONSIN 50 
CONNECTICUT 35 Milwaukee 39 
Hartford 12 Miscellaneous 11 
New Haven 15 ONTARIO 4 
Miscellaneous 8 Dustricr No.6 224 
MAINE 1 IOWA 75 
MASSACHUSETTS 39 Des Moines 62 
Springfield 29 Miscellaneous 13 
Miscellaneous 10 MINNESOTA 119 
NEW HAMPSHIRE 2 Minneapolis 49 
RHODE ISLAND 21 St. Paul 62 
Providence 20 Miscellaneous 8 
Miscellaneous 1 NEBRASKA 19 
District No. 2 647 Omaha 10 
DELAWARE 2 Miscellaneous 9 
DIST. OF COLUMBIA 37 NORTH DAKOTA 2 
Washington 37 SOUTH DAKOTA 3 
MARYLAND 194 MANITOBA 6 
Baltimore 194 Dustricr No.7 286 
NEW JERSEY 27 ARKANSAS 28 
Camden 20 Little Rock 12 
Miscellaneous Miscellaneous 16 
NEW YORK 245 KANSAS 38 
Albany 22 Wichita 27 
New York City 188 Miscellaneous 11 
Rochester 17 MISSOURI 172 
Miscellaneous 18 Kansas City 58 
PENNSYLVANIA 77 St. Louis 104 
Pittsburgh 13 Miscellaneous 10 
Reading 38 OKLAHOMA 48 
Miscellaneous 26 Tulsa 31 
VIRGINIA 13 Miscellaneous 17 
WEST VIRGINIA 52 District No. 8 68 
Charleston 15 TEXAS 68 
Huntington 19 Dallas 11 
Morgantown 10 Fort Worth 21 
Miscellaneous x Houston 2 
District No.3 57 Miscellaneous 15 
FLORIDA 44 District No.9 121 
Jacksonville 18 ARIZONA 2 
St. Petersburg 12 COLORADO 84 
Miscellaneous 14 Denver 69 
GEORGIA 9 Miscellaneous 15 
NORTH CAROLINA 4 NEW MEXICO 21 
District No. 4 242 Gallup 21 
ALABAMA 25 UTAH 10 
Birmingham 21 WYOMING 4 
Miscellaneous 4 Dusrricr No.10 156 
LOUISIANA 48 ALASKA 1 
Baton Rouge 18 IDAHO 6 
Monroe 16 MONTANA 4 
Miscellaneous 14 OREGON 71 
MISSISSIPPI 9 Portland 48 
TENNESSEE 157 Salem 21 
Chattanooga 27 Miscellaneous 2 
Memphis 86 WASHINGTON 66 
Nashville 23 Spokane 37 
Miscellaneous 24 Miscellaneous 29 
District No.5 196 BRITISH COLUMBIA 8 
ILLINOIS 18 District No. 11 220 
INDIANA 15 CALIFORNIA 217 
KENTUCKY 17 Bakersfield 15 
Louisville 16 Los Angeles 49 
Miscellaneous 1 Oakland 62 
MICHIGAN 14 Sacramento 14 
OHIO 78 San Francisco 40 
Akron 25 San Jose 16 
Dayton 35 Miscellaneous 21 
Miscellaneous 18 HAWAII 3 











General Convention Program 


Twenty-Second Annual Convention of the 
National Retail Credit Association 
Hotel Seneca, Rochester, N. Y., June 18-21, 1935 


MONDAY 
JUNE 17 


12:00—LUNCHEON TO Boarp oF Directors, NATIONAL 
Retait Crepir ASsociATION. 
(Guests of Rochester Retail Credit Men’s As- 
sociation ). 
2:00—MEETING OF Boarp oF DIRECTORS. 
8:30—“Get ACQUAINTED” MEETING AND ENTER- 
TAINMENT. 


TUESDAY MORNING 


JUNE 18 
9 :00—ASSEMBLY. 


9:15—CaLL To Orper—Charles M. Reed, President, 
National Retail Credit Assn., Denver, Colo. 
INvocATION—Dr. Justin Wroe Nixon, Pastor 
Brick Presbyterian Church, Rochester, New 
York. 
In MEmMorRIAM. 
ApprEss oF WELCOME—Hon. Charles Stanton, 
Mayor of Rochester. 
ResponsE—Giles C. Driver, The May Com- 
pany, Cleveland, Ohio; Vice-President, N. R. 
 &. 
9:45—REPporTS OF OFFICERS. 
APPOINTMENT OF COMMITTEES. 
10:15—Appress—“Building for the Future.” 
W. J. Morgan, Brooks Brothers, New York, 
N. Y. 
10:45—Appress—“How the New Deal Affects Credit.” 
Dr. Meyer Jacobstein, Publisher, Rochester 
Journal-A merican, Rochester, N. Y. 
11:15—Appress—“Credit Education in Minneapolis.” 
Ralph Cornelison, H. A. Rogers Company, Min- 
neapolis, Minn. (President, Minneapolis Re- 
tail Credit Association). 
Appress—“Promoting Credit Sales.” 
John D. Kemper, Mandel Brothers, Chicago, II. 


11:45 





DIscussION : 
G. D. Harris, The May Company, Baltimore, 
Md. 
H. J. Schrupp, McKale’s, Inc., San Francisco, 
Calif. 


’ H. G. Orndorff, B. Lowenstein & Brothers, 
Memphis, Tenn. 


12:15—GREETINGS FROM NATIONAL ASSOCIATION OF 
Crepir Mren—Eben Halley, Secretary and 
Treasurer, Hickok Mfg. Co., Rochester, N. 
Y. 
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12:25—ReEport oF COMMITTEE ON CONSTITUTION AND 
By-Laws. 

12:45—INTRODUCTION OF EXHIBITORS’ REPRESENTA- 
TIVES. 


1:00—ANNOUNCEMENTS AND ADJOURNMENT. 


WEDNESDAY MORNING 


JUNE 19 
9 :00—AssEMBLY—Miusic. 
9:15—RECONVENE. 
9 :30—Appress—“ Advantages of a Community Credit 
Policy.” 
L. M. Karpeles, Burger-Phillips Company, Bir- 
mingham, Ala. 
Discussion (Emphasizing a Carrying Charge 
on Past Due Accounts) : 
H. L. Reagan, Cain Sloan & Co., Nashville, 
Tenn. 
G. D. Pegler, lowa-Nebraska Light & Power 
Co., Lincoln, Neb. 
O. L. Pfau, Strouss-Hirshberg Co., Youngs- 
town, Ohio. 
J. G. Ost, Cowell & Hubbard Co., Cleveland, 
Ohio. 
10:15—Appress—“Credit Sales Control.” 
Col. Franklin Blackstone, Frank & Seder, Pitts- 
burgh. 
DISCUSSION : 
Milton J. Solon, The Dayton Co., Minneapo- 
lis, Minn. 
G. D. Hill, Pfeifer Brothers, Little Rock, 
Ark. 
S. E. Edgerton, Broadway Dept. Store, Los 
Angeles, Calif. 
10:45—Appress—“ The Great American Public.” 
W. G. Van Schmus, President and Managing 
Director, Radio City Music Hall Corpora- 
tion, Rockefeller Center, New York, N. Y. 
11:15—Appress—“Our Responsibility to the Retailer.” 
S. E. Shermantine, General Manager, Retailers 
Credit Associations of San Francisco and 
Alameda Counties, San Francisco, Calif., 
President, National Consumer Credit Report- 
ing Corporation. 
11:30—Appress—“How Credit Executives Can Be 
Leaders.” 
Ordway Tead, Editor, Economic. Books, Harper 
& Brothers, New York. 
12 :00—Appress—“Fifty Years in Retail Credit.” 
James Wilson, Denholm & McKay Company, 
Worcester, Mass. 
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12:30—ReEportT oF FINANCE CoMMITTEE. 
Report oF NoMINATING CoMMITTEE. 
1:00—ANNOUNCEMENTS AND ADJOURNMENT. 


THURSDAY MORNING 


JUNE 20 
9 :00—AssEmMBLY—Miusic. 
9:15—RECONVENE. 
9:20—REPoRT OF CREDENTIALS COMMITTEE. 
9:30—Appress—“‘Selling All Types of Merchandise on 
the Time Payment Plan.” 
W. G. Finnan, L. Feibleman & Co., New 
Orleans, La. 
DISCUSSION : 
R. S. Smith, Montgomery Ward & Co., Chi- 
cago, Ill. 
W. S. Hull, Hecht Brothers, Baltimore, Md. 
Ira G. Bloom, Stix, Baer & Fuller Co., St. 
Louis, Mo. 
10 :00—Appress—“Our Legislative Program.” 
J. R. Hewitt, The Hecht Company, Washing- 
ton, D. C.; Chairman, Legislative Committee. 
R. Preston Shealey, Washington, D. C., Wash- 
ington Counsel, N..R. C. A. 
10 :30—Appress—“ The Viewpoint of an Outsider.” 
W. D. Hart, Retail News Editor, Fairchild 
Publications, New York, N. Y. 
10:50—Appress—“More Business From Present Cus- 
tomers.” 
Dean Ashby, M. L. Parker Company, Daven- 
port, Iowa. 
DIscussION : 
Erwin Kant, Schuster’s, Milwaukee, Wis.- 
O. W. B. Brown, Lansburgh’s, Washington, 
a & 
Rufus T. Stephenson, Garland’s, St. Louis, 
Mo. 
11:30—Appress—“ The Bureau of Foreign and Domes- 
tic Commerce in the Retail Field.” 
Dr. John Dickinson, Assistant Secretary, United 
States Department of Commerce, Washing- 
ton, D. C. 
12:00—AcTION ON FINAL REPORT OF COMMITTEE ON 
CONSTITUTION AND By-Laws. 
12:30—NoMINATIONS FOR OFFICERS, ELECTION. 
12:50—ReEport oF RESOLUTIONS COMMITTEE. 
1:00—ANNOUNCEMENTS AND ADJOURNMENT. 


FRIDAY MORNING 


JUNE 21 

9 :00—AssEMBLY—Miusic. 

9:15—RECONVENE. 

9 :30—Appress—“Credit Management From the 
Woman’s Viewpoint.” (Each speaker will 
talk for ten minutes. ) 

Miss J. Connolly, Mark Cross Co., New York, 


N. Y. 

Miss Marion Brooks, Belisle’s, Baton Rouge, 
La. 

Miss Marguerite Preil, Wyman’s, Baltimore, 
Md. 


(Continued on page 18.) 
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GROUP MEETINGS 


Scheduled for 2 P.M., Tuesday, Wednesday, and 
Thursday Afternoons 


GENERAL CHAIRMAN L. M. Karpetes 
Burger-Phillips Company, Birmingham, Ala. 


Vick-CHAIRMAN ~ —~ —~ — — Paut C. VAUGHAN 
Loveman, Joseph & Loeb, Birmingham, Ala. 


DEPARTMENT STORES 


Chairman—William Browne, C. F. Hovey Company, 
Boston, Mass. 


Vice-Chairman—H. J. Burris, John Taylor D. G. Co., 
Kansas City, Mo. 
MEN’S WEAR, WOMEN’S WEAR, AND 
SHOES 


Chairman—H. O. Wrenn, Nebraska Clothing Company, 
Omaha, Neb. 


AUTOMOBILE TIRES AND ACCESSORIES 


Chairman—J. Willard Smith, Arnold-Smith Garages, 
Kansas City, Mo. 


HARDWARE AND BUILDING MATERIALS 


Chairman—W. R. Kendall, Stewart Bros. Hardware 
Co., Memphis, Tenn. 


FURNITURE, ELECTRICAL APPLIANCES AND 
MUSICAL INSTRUMENTS 


Chairman—E. E. Paddon, Lammert Furniture Com- 


pany, St. Louis, Mo. 
Vice-Chairman—D, H. Van Dusen, Grinnell Brothers, 
Detroit, Mich. 
JEWELRY 


Chairman—J. G. Ost, Cowell & Hubbard Company, 
Cleveland, Ohio. 


FINANCE AND LOANS 
Chairman—W. J. Fischer, Progressive Company, Inc., 
New Orleans, La. 


Vice-Chairman—Ross M. Carrell, Thrift, Inc 


.. Des 
Moines, Iowa. 


PETROLEUM 


Chairman—H. E. Butcher, Cities Service Oil Co., Tulsa, 
Okla. 


Vice-Chairman—R. C. Gordon, Shell Petroleum Com- 
pany, St. Louis, Mo. 


DAIRIES 


Chairman—A. J. Kramer, Borden’s Farm Products Co., 
New York, N. Y. 


Vice-Chairman—H. N. Lampley, Nashville Pure Milk 
Co., Nashville, Tenn. 


PUBLIC UTILITIES 


Chairman—A. E. Maurin, New Orleans Public Service, 
Inc., New Orleans, La. 
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Comparative Collection Percentage 





















































































































































e*@# 
DEPARTMENT STORES DEPARTMENT STORES WOMEN’S SPECIALTY FURNITURE STORES } 
DISTRICT (Open Accounts) (Installment Accounts) STORES (Installment Accounts) 
CITY 1935 1934 1935 1934 1935 1934 1935 1934 1935 ’ 
AV.| HI| Lo.| AV.| HL| LO.] AV.| HL | Lo.] Av.| BL] LO.] Av.| BL | LO.] AV.| BL} LO.] Av.| BL] LO.] Av.| BL | Lo. | agm | Lo. 
Boston, Mass. 50.6 |58.2/41.7 147.7/61.4/39.3 916.3 |18 | 114.7116.3/18.6 |15.1 $44.9|540/40.4/41.6/490|/388) — |15.4) — | — |20.9| — .0/49.8 
Providence, R. I. 45.3|54.5139.9 144.0/50.5|384] — |12.0) —} —|I.0O]}] —F—}| —| —~]} —| —| —]JP -| -—| -}-|] -|] - -|— 
Hartford, Conn. SeAis0S 157.71 — | — | — NOT SSI63) — | — 1 — § — 92h) —t mi ml mam ml el Kl od -|- 
Springfield, Mass 51.6160.2/43.5150.0/55.5/47.0117.7|24.2/13.5 116.5/22.6/11.9 |52.6|55.0/48.1}48.3/53.3)385) —| —| —]|] —| —-] - -|— 
New York City 45.2/63.5/35.6 |46.3 |55.6/38.0917.7 |20.5/12.5 116.8 |22.4/11.4 [42.3/47.1 |31.1 141.6 }48.0 (31.5 $14.9)17.2 | 8.6 }15.0/22.7| 7.3) 4.5) — 
Pittsburgh, Pa. 45.5 |50.7|38.2141.9 |46.2| 38.6 $18.3 24.6) 14.4 19.2 |25.7 |15.6 147.3 |54.7/40.0142.5/53.1 |320} — | — |} —}]—| —| - 4|349 
Syracuse, N. Y. 37.2 |44.6|31.2 136 6 |43.3/31 0920.0) 21.4 | 18.3 117.0 | 21.3) 16.61444|44.4/44.4)51.6/52.8/504) — |152) — | — |13.7) —}4-—| — 
Utica, N. Y.® ek ee A oe ee ee ge aes | ee Poe Be hee eB mee fc) es Bee he be Bw fe | ee oe | oe = 
Washington, D. C. 37.3 |51.3 |33.3]37.3|48.8 (32.7 $13.2 |15.2| 6.5 J11.9 14.5) 9 4 142.7 144.7 |40.7138.2|/419|343) — |} —| —]|] —| —| —-]4-)] —- 

3 Huntington, W. Va. 153.2/56.0 (46.5147 1|53.9140.31 — 113} —|—|864)—F—-—] —|—-to-lo- loi nm-l| ml ort dl ol amie 
Baltimore, Md. 41.8 |49.8 |32.1 139.2/46.5 31.8 $14.6 |26.3 | 3.1 |15.0/27.2) 2.1 140.8 |43.5 /37.1 [35.8 |38.0)341, —| — | —]}] —| — | —]4q-] - 
Birmingham, Ala. 43.7/47.0/38.1 |41.5/47.5 |33.9 118.7 |24.0/13.4 [15.6 }20.6|11.9 148.6) 54.2)47.0 1498 /52.5/44.0711.5|12.5)110) — | — | —] 42) — 

4 New Orleans, La. 43.7 |48 | |42.9 }47 3/558 |41.7118.6 (21.0 |14.7 |18.2/)22.2)15.9 146.3 |49 7|43.0/346/380/31.2, — | — | —]—]—]—]4q-/] —- 
Atlanta, Ga. 37 7 |38.9 |36.5 |36.7 |37.7 |35.8 $14.8 |16.2 |13.5 | 14.4 |15.0 }13.8 136.9 |38.2 | 35.6 }35.6 |36.0/ 35.2711 | 11.7 (10.5 901.3 [11.6 FILO} 429.0; — 
Kansas City, Mo. 61.9 | 78.0|48.5 }60.0|78.9 |50.3428.0| — | — |245| — | — 946.6 |51.8 |44.0/456/48.0/422) — 113.0) — | — j13.7| ~]}q- 

5 St. Louis, Mo. 54.1 |62.4/48.1 150.9 |60.4 45.0 121.9 |}26.3/17.5 }22.1|29.2/18.2 145 7|50.2/38.3 |40.9/47.4)333} — | —| —}] —| —]| -]4q-|] —- 
Little Rock, Ark. 40.6 |43.3/37.8 ]37.0 |38.8/35 1, — jl21| — | — |169) — | — 46.4) — }] — |354) — PIT 2.4)10.t} — 4) — 3/41.0 
Cleveland, O. 47.4 |52.0/42.7 |39.1 |41.5 |36.8 J19.8 |30.5 |14.6 }18.6 |25.8 14.9 140.7 |49.5 |32.7 }31.3}40.9 |29.2]10 1 |10.9 | 9.2 |10.0| 10.3 | 9.7 }26%8/24.5 
Cincinnati, O. 47.7 |53.6 |40.2}425)47.5/31.5 [14.7 |15.9 12.7 |16.0 | 19.2 14.1 }49.3/66.0/38.5 147.1 |63 1/329} — | — | — | —| — | — [40/331 
Columbus, O. 49.7|51.9 142.0 }45.1 |48.6 |37.6 114.3 |14.6 14 0 115.6 [16.5 [14.7 145.6 |55.5 |40.0 [42.1 /55.1)35.5 914.6 }400/14.0]16.5/30.5/I47} a- | — 
Toledo, O. 44.0 |55.8 |42.0 138.8 | 45.7 |37.6 417.4 (18.8 |14.7}15.2)18 | |14.6 $45.3|50.7 |400) — (43.1) — $12.9|18.9)6 9 115.1 )21.7) B6ya- | — 

6 Youngstown, O. 45.4 |45.6 45.2 141.9 |45.3|38.4419.0 |22.4/15.6 125.6|28.9 |20.3142.0/435 |404 138.7 |44.6/328} — (13.7) — | — |118) —J]qg-| — 
Detroit, Mich. 54.8 |67.2 |43.0 149.2 |63.6/37.1 125.8 |38.6 |17.4 |27.1 |39.0 |17.7 [52.3 |58.4 | 41.1 |48.1/55.5/40.9114.4 |19.6| 8.0 |15.3/21.8)10.5 9/27.0}: 
Grand Rapids, Mich. 439.0 /41.2/37.0 [36.9 |38.7 |35.4) — | — | — |] —| — | — 9$1.3}63.5)43.0]52.3/75.2/40.5 116 0 |24.9) 8.3 J13.2/19.0|79}9- | — 
Milwaukee, Wis. 47.5 |52.3|37.4 139.6 |54.6|38.6 918.7 |21.1 17 4115.9/21.8|15.6) — |51.1) — | — |50.4) — 79.6 11.1) 8.1 19.0) 9.2 | 88 page) — 
Springfield, Ill. 30.6|39.5 15.9 |}269|325/160} — | —| —]}] —| —] — J31.2|33.4/29.0]27.6 /31.2)24.0]20.2|29.4)15.0)19.9 |28.1) 13.4 mgl0 |22.9) 
Duluth, Minn. 45 6/51.9 |39.3 1433 |455/41.1 $23.5) 24.5|)226/271 |29.0|25.2)52.4|598 1450) — |743} —} —| —| —|] —| -|- fe — 
St. Paul, Minn. 54.6 |58.0 |51.1 153.5|54.4/520] —| —}| —]}] —| —] — 942.1/48.6131.01440\/440/440] — | —| —] —| —|] -]¥-] - 
Minneapolis, Minn. 166.4 |72.4/61.5 164.0 |68.7 |60.0 118.8 |22.9 |13 9 118.3 |21 3 |13.6 ]54.2/60.5 |40 7 [51.5 |59.4|36.0 [16.2 /21 | 10.5 }14.7 |19.8 |l06)a— | — 

1 Davenport, Ia. 54.8 |58.9|50 7 146.9 |47.0 |46.8417.6)18 | 171 | — |15.1) — | — 146.2) — | — |454) — $143)15 6113 0713.2115 4 110] 00) — 
Cedar Rapids, la. 59.5 |60.6 |51.4 [50.5/55.0 |50.0122.6/24 3/21.0}18 7/19.2)18 27 —|} —| —}—-}]—| —}F—|] —| —J]—-] —-| cir] - 
Sioux City, la. 40.0 |52.0 |39.4 [40.1 |64.0 |38 OF18 0/293 /16.0116 5/468 /I30— — (41.0) — | — |380) —F - | —| —] —] — 4] -Egr-] - 
Omaha, Neb. 49.2 |54.2 |44.1 147.3/538|409} — 140) — | — |14.5| — ]41.5|43.7/39.0 [41.9 |498 |380} — | — | —]}] —| —]| -—]§-| - 
North Platte, Neb. 46.4|51 0/41.9 [39.3|39.8 |38.9 $17.0 119.9 |14 1 115.5 |18.4 |12.6 $50.5 |51.2 |49.8 149.5 149.6 |49.4 J13 5 |17.3| 9.8 114.9) 18.4 | 11 5)996 | 27.9 Jz 
Tulsa, Okla. 63.1 |64.3 |60.0 |59.7 |62.5 |57.0 114.6 |16.0 |13.2}17 2 |18 0 |16.4 $50.6 | 53.6 |47 6/48.0/51.4|446) — | — | —}] —| — | —-]g- |} — 

8 Oklahoma City 54.5 |68.0 |48.3|52.4 |66.0 [48.3 $14.9 | 15.7 |11.3 [12.8 |16.6 |9.3 | — |55.0) — | — [$1.2] —f —}| —| —] -—| — | Isr] - 
San Antonio, Tex. 39.3 |40.1 | 36.5 | 388 |42.0 | 35.5 }12.8 [14.7 |11.0 [14.4)17.9 |11.5 47.5 46.8 | 46.1 142.4/47.3|40.2] 8.1 |8.7| 7417.8 | 8.0 7.5} 22) — 
Denver, Colo. 43.2 |47.3 |40.9 |40.5 |48.3 |37.7 117.0 (225 |11.6 }15.3|220/9.5 143.2) 43.7/42.71/40 | |40 6|39.6] 9.7 [11 1) 8319.3 |10.7) 79M So 

9 Salt Lake City, Utah [62.0 |65.6 |54.2/48.9 |51.6 |44.5119.4/249/1I96] —| —| —} —| —|] —-}] -—-]| —~-|—F-|] -|] -|-!|] —-!|-lF | - 
Casper, Wyo. — 1064) — | — |1060) — | — | —| —| —| —| — | — |320| — |] — |30.0/; —] —| —| —] —| —| —peee — 
Portland, Ore. 35.7 |69.3/33.2134.5|55.8 |29.9]16 6 /17.6 110.0 114.6 | 18.7 |13.3 144.1 |45.0/36.7/36.9/41.0|328] — | —| —] —| —| — Pee 5S 2chh 
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The CREDIT WORLD 


-- April, 1935, Versus April, 1934 













































































































































































Y STORES aa ee SHOE STORES Fae. aks ake On MISCELLANEOUS 
1935 1934 1935 1934 1935 1934 1935 1934 1935 1934 | 
LO. | a@ mL | Lo. | av. | HL | Lo. J av. | aL | Lo. | av.| ut | Lo. | av. | at | to. | av. | wt | to. J av. | at | to. | av. | at | xo. } av. HL | Lo. | AV.| HL | LO. | 
- .0/49.8159.3)74.0/50.21 — | —| —] —| —| —] — |589| —] — 1549} — | —| —| —] —!|] — |] — 462.3)77: vt 71.6% 40: 
= —-|}—-;-}|]—-}|] ~F-—-}| —|]— FT —I] — I] — 953.1 165.3) 41.0151.2/53.9148.51 — 150.0) — — | — | — 951.0 181.0% 2404460 | 81 5*/16.0% 
—_ —| —| —|—] — 327.8/38.6)17.0] — | — | — 1489|53.9\438] — 148.8) — 177.2|86.0\68.44 — | — | — 1406177071854 —| — |] — 
. (RS SSS ese See aa eS SSS Se SS Ee lL ce 
7.3) 420.5) — | — 10.5) — 951.0) 56.7 |43.0]43.0 |57.9 | 33.0 156.8 |59.9 | 51.4 151.8 |52.4 | 47.7158.8 | 63.0 |58.0 1 61.0 | 62.0/59.7145.0 59.2429.28 45.0 | 55.8%) 31.62 
_ 4\34.9)51.6 |88.2/328] —| —| —| —| —| — 4§57.5/66.1/ 490 148.6|56.2/\41.0] — | — | —] —| — | — §60.0/84.1%) 23.14/63.7 |853417.0= 
—}4-—-) —|] —|] — | — 432.0/45.6/31.0]32.0/40.6|2907 — | —| —}|— | — | — J51 4/62.9\400] — |72.6| — | 39.0 |81.02/ 25,02] 38.0 | 74.02) 19.02 
—|4-—) —]—|] —]| — 9$42.1/45.11/39.21408|447/36.91 — 524) — | — |}469| —F —| —| —}—] —-}—FP-| —-l|—t et el 
| —| —| —| -1 -|-1| -] —| —1 —f =—{ -| —1 —| —| —] — lees! — | —| — | — Beeson 
—t4-| —j —-| —]}] —] — J3l.l} — | — (281) — [442/47.0|40.5141.6)445|376) —)} —| —} —}| —|} —} -—-| —|] —-T-—-] -] - 
—|4a2) — | — | —| — ]43.7]46.0/41.0]365 |42.0/320) — | —| —| —| —| — Jers |67.0/55.0|583/650\50.0) —| —| —] —| —| — 
ari —-i—| —| — eeenemsmeameamess — | —| ~~) —| =f f 1.8] od ed el 5 “ 
11.0] 42.0 — {25.1}; — | — |360) — |] — 1345) —J —| —| —]} —}] —}| —7T —-—|]—] —|] —| —] — 1458449624204 3672/4781 2602 
~|4- —|- —|— -|—|] - 50.0|56.0 |43.0145.8|51.0|40.0) — j693} —-| —-| —-| -] —| —| -] —| —]| —- 
—|}4-| —] —| —] — 9405/41.2/39.5138 7|39.5/376) —| —| —|} —} —] —] —|] —|] —] —] — 1] — 1495451.54/47695054551414594 
- 3/41.0137.2/38.8/356) — | —| —] —| —| —] — /420| —}|] —| — | — 959.0.)76.6|43.5166.9|72.0/3781] — |5408 —]| — 57.08] _ 
9.7 1268.8 /24.5131.2 |38.3 |23.01424 | 62.5/36.3 [38.2 | 49.9 | 38.0 154 2 |58.2/398 1465/74.5|3571 — | — | —1 — | — | — 15037/5592/310715407164.04 27.02 
— 14957.0 (33.1 |39.2)53.0 (26.1 134.1 |428/29.5 135.7 |404 |36.0 159.4) 69.3 |43.7 /43.5|/624/310}] — | —| —]| — | — | — ]55.0/79.9 |28.9148.1/80.0/27.6 
ana-|—|—| —] — las2ieasiane! — jazo] —| —| —| —| -|] -| -] -| -| -1 -| -| -] -| -| -] -|-| - 
864a-| —| —| — |] — 437.3/39.81349] — \251) —f —| — |] —}]—] — | — 947.3/50.0/45.0133.5/46.0/21I0} — | —| —| —|—]| — 
J — —-| —]}|] —| — | — #43.0/652/20.0)37.7|50.0/20.0) —| —| —| -—]|- —i-—-|-—-|-I-—-|—-!|— 6s 458419614258 52.0% 33.0% 
| 10.5 $404.9 27.0 |55.2/67.2/38.0 149.6 | 50.0 | 49.1 |52.7/ 60.0 147.9 153.8 | 56.4/51.3/49.0/52.1 14591 —| —| —]|] —| —] —] — |69r4) —] — jeres] — 
79 -|—]—] — | — $$68/75.0/50.0}47.9|66.7 |342)] — | — | —]| —| —] — J71.5 |64.7)49.7]52.1 | 69.3/36.0}41 97) 53.02 33.62) 4684 66.04 29.02 
8.8 moe) — | — |239°) — 441.0/490/320] — |40.0| — ]49.6 |59.1/40.1143.9/55.3)326) —| —| —]| —| —| —] — |/2554) —] — 1300) — 
1134 1.0 |22.9}19.7|23.6| 12.6 133.1 | 44.3) 16.6 |22.4/33.3 | 16.0 $33.2/34.4/32.0}25.5/33.5| 21.1 149.9/70.6 | 28.3 | 46.2/62.2 |30.0} 51.3589" 44 14162 68 99.0% 43.12 
— | #58 — |26.7| — | — |350| — | — /210) —}] —|} —}] —] — | — | — 939.0/43.0/35.0 132.0/35.0 |29.01 44.9 |88.0% 26.2%! 42.0 |85.04% 290° 
-|4-| -— | —| —| — [a34la70la12/s09/470/350) —| -| -] -|] -| -] -| -| -| -| -| -] -| -] -| -/-| - 
S106) a- —}|—1|— | — 155.5] — | — 1438] — —}—}—-F—-} -| —-} -}| -—|] —] -—] — | — 9$73.3%83.0%63.6% 487% 57.55 40.0" 
1111079200; — |] —}130} —F—| —| —|-—-!/]—]—] -—-] —!| —] -—|! -—| — ] — [540] — | — 149.0] — ]47.0 |64.05%4434 460 |570440.14 
—1i-| —|] — | —] — 954.4/58.0|50.7147.0/49.0/45.0] — |55.0; — | — |550} —} —| —] —] —] —] —] — |540|] — ] — 1473) — 
-\f-|-—|-| —| -—] — |4s2] — | - |434} — | — 46.0] - | - |3e0] - | -| -] -| —| —] -—] — [3902] - | —|s507] — 
—sC I Ra Sa e eS SS aaa Sa SSS SSeS eS ee 
5 }989.6 |27.9 129.7131 4 | 28.1 148.2/54.5/41.9 |38.8|39.8/37.9 150.2 [52.1 |48.4147.5/48.9 46 1 162.0/85.9|38 | 135.5/37.4 |33.61 51.5 |61.4°/41.7°146.4/55.7937.14 
—|{- | —T—T —] — ]579]s8.7 [57.0 ]48.7/536 143.7) — | — | — | —] —| — ]758]89.0/56.1 [64 |93.0|533) — l27549 —| — |2009 — 
-| —aee | - — | — | — $40.3}404/40.1 143.9|464/41.5] — |880) — | —| —| — | — 1794) —] — |78.0| — | — |7335 — | — 7654 — 
0) 75)me2| — | — 34.7) — |} — |37.1) —] — [358] — | — 156.7) — |] — 506) —F —| —|} —} —-| —|]—-T-]| -|- Tt -I- _ 
7) 79 MS .O} — 110.79] — $44.2144.7 143.7 141.6 142.6) 40.6 $45.5 55.8 135.1 143.1 |52.6 133.7 159.1 | 61.0 [57.3 |52.4/54.8 |50.0158.9 | 74.0% 36841 45.1 |71.0'37542 
| nn — | — i595} — | — joes] — | — jour) — baealnesianel — ese] —§ — | —| —)} —| —| —§ — | —| —] —] — 1} — 
~ Ea Pana ae — 1 — 1 tl olor) a) Hl) Hl Hem ee ie tl on ol 1) oo book foe 
— WOR) 16.0°}13.8°| 16.6") 11.0°942.5| 53.1 (37.1 134.7/37.4/32.1, —| — | —}| —| — | — | 64.0) 966/57.2]498/95.6)47.3158.8 | 700418 .01 52.9 | 60.04% 18.04 
—-|—ie— | — | —| — | — FP —-] - i Kd cH mK Hd dL I CL LL LL dL KL LIL dL ba — 1 14 
81951I— | — | — | — | — $42.6/46.2/27.5]31.7 |43.0|22.4139.7 |53.9 137.9 136.4/51.2 (346) —| —|} —]| —| —| —] —| —] — —_|— 
— | —}—3.3) — | — 138.8] — [51.1 162.3|45.0147.2/59.6 |39.5 150.1 | 67.0 |50.0146.0/56.4/42.4] — | — | — | — | — | — 9678) 75.6%) 598216634 75.5257.) 
—|—-js-| —| —]|] — | — $§04/53.1)45.4] — | — | — [44.3/53.3/38.0141.9 |56.2)29.1] — | — | — |} — | — | — 957.6°167.643.14) 555568 3448.0" 
— | —}po| — | —| — | — ]450]46.2/39.0] —| —| —] — |37.5) —]| —| —| —] — |458] —] —] — | — ]60.0 |900951.02/70.5 Ci 
i _ —~}| ~~} —~ 4] ~] ~ |] ~ | ~ | ~ | ~ | compmen By RESEARCH DIVISION—NATIONAL RETAIL CREDITAssocIATION | | | | | | _ 
pet and Meaning “Grocery “Hardware *Drugs *Household Equipment 
ician “Stationery, Office Supplies *Dairy "Sports Wear 


) 


JUNE, 1935 


17 





General Convention Program 
(Continued from page 15.) 
10 :00—Appress—“Rendering Efficient Reporting Serv- 
ice. 

L. S. Gilbert, Chairman, Inter-Bureau Report- 
ing Dept., N. C. C. R. C.; Manager, Credit 
Service Exchange, Atlanta, Ga. 

10:15—Appress—“Prompt Collections as a _ Sales 
Builder” 

Clayton J. Herman, Sibley, Lindsay & Curr Co., 
Rochester, N. Y. 

DISCUSSION : 

A. §. Cohn, Insurance Service Co. Inc., Port- 
land, Ore. 

F. R. Cooksey, Hill & Welch, Lynn, Mass. 

J. R. Clark, Monnig D. G. Co., Fort Worth, 
Texas 

A. C. Wehl, Gimbel Brothers, Milwaukee, 
Wis. 

10:45—Appress—“Collection Agencies More Effective 

in Early Stages of Delinquency.” 

W. M. Milham, Chairman, Supervising Collec- 
tion Dept., N. C. C. R. C.; Manager, Kala- 
mazoo Retail Credit Assn., Kalamazoo, Mich. 

11:00—Appress—“Retaining Customers’ Good Will 
When Declining Accounts.” 

H. E. Armstrong, James McCreery & Co., New 
York, N. Y. 

DIscUSSION : 

R. E. Baylis, The T. Eaton Co., Ltd., To- 
ronto, Ont., Canada. 
Paul C. Vaughan, Loveman, Joseph & Loeb, 
Birmingham, Ala. 
W. E. Glass, Cottrell Clothing Company, 
Denver, Colo. 
11:40—District ORGANIZATIONS. 
12:00—Action on Report oF ReEsoL_uTIONs Com- 
MITTEE. 

RECOMMENDATIONS FROM GROUP CONFERENCE 
MEETINGS. 

Wuere SHALL WE Meet IN 1936? 

AWARDING OF MEMBERSHIP TROPHIES. 

12:30—UNFINISHED BUSINESS. 
12:45—INSTALLATION OF New OFFICERS. 
1:00—Apjourn. 
Der 


Ask for a Certificate When Buying Your 
Railroad Ticket 


When buying your railroad ticket to the Convention 
get a one-way ticket from your city to Rochester. At 
the same time, be sure to secure a certificate from the 
ticket agent. This certificate will be validated at the 
Convention if more than 100 attend through the use of 
this plan—in other words, if more than 100 certificates 
are presented. 

This will entitle you to purchase your return ticket 
for one-third of the one-way fare. This plan also en- 
ables you to visit other cities if you so desire on the re- 
turn trip, along the same route as “going journey.” 

BE SURE TO SECURE THE CERTIFICATE AT THE TIME 
YOU PURCHASE YOUR TICKET! DO NOT MAKE THE MISs- 
TAKE OF ASKING FOR A “RECEIPT”! 
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NCCRC PROGRAM 


Inter-Bureau Reporting Department 
and 
Supervising Collection Department 


Hotel Seneca, Rochester, N. Y. 
June 18-21, 1935 


Tuesday, Wednesday, Thursday and Friday morning 
sessions are general; Bureau and Collection Department 
Managers meet together Tuesday afternoon, and as in- 
dividual groups on Wednesday and Thursday afternoons. 


* * ” * * 


TUESDAY AFTERNOON 
JUNE 18 


Joint Meeting of the Inter-Bureau Reporting and 
Supervising Collection Departments (Red Room) 


2:00—CaLt to Orper—By L. S. Gilbert, Altanta, 
Ga., Chairman, Inter-Bureau Reporting Depart- 
ment Committee. 
2:05—INTRODUCTION of Members of the Inter-Bureau 
Reporting Department Committee—By L. S. 
Gilbert, Chairman. 
INTRODUCTION of Members of the Supervising 
Collection Department Committee—By W. 
M. Milham, Kalamazoo, Mich., Chairman. 
INTRODUCTION of Directors and District Man- 
agers of the NCCRC—By S. E. Shermantine, 
San Francisco, Calif., President, NCCRC. 
2:05—APPOINTING OF INTER-BUREAU REPORTING DE- 
PARTMENT CoMMITTEES—By L. S. Gilbert, 
Chairman, Inter-Bureau Reporting Depart- 
ment: 
1. Rules and Regulations. 
2. Nominations. 
3. Resolutions. 
4. Special. 
2:10—APPoOINTING OF SUPERVISING COLLECTION DeE- 
PARTMENT COMMITTEES—By W. M. Mil- 
ham, Chairman; Supervising Collection De- 
partment: 
. Rules and Regulations. 
. Nominations. 
. Education. - 
. Ethics. 
. Standardization and Uniform Rates. 
. Legislative. 
. Forwardees and Forwarders. 
2:15—Appress—“dre We Truly a National Organ- 
ization?” —By Allen T. Hupp, Omaha, Neb. 
3 :00—Appress—“ Educational Course for Bureau Em- 
ployees’—Discussion Leader, L. §. Gilbert, 
Chairman, Inter-Bureau Reporting Depart- 
ment. 
(a) Oklahoma’s Experience—J. C. Rayson, 
Tulsa, Okla. 
(b) Practical Results in Pennsylvania— 
James D. Hays, Harrisburg, Pa. 
(c) Progress in Michigan—L. C. Fox, Flint, 
Mich. 
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3:45—Appress—“Plans for Building the Supervising 
Collection Department’’—Discussion Leader, 
W. M. Milham, Chairman, Supervising Col- 
lection Department. 
(a) Increasing Income—Earle Dows, Min- 
neapolis, Minn. 
(b) National Consumer Collection Business 


—Philip H. Sachs, Baltimore, Md. 








Special Luncheons 
TUESDAY—Managers of Personal Service 
Offices. 
WEDNESDAY—Officers of State and Group 
State Associations. 
THURSDAY—Inter-Bureau Reporting De- 
partment Committee, Supervising Collec- 
tion Department Committee, NCCRC Di- 
rectors, and District Managers. 








4:15—Appress—“Advertising Bureau Service—Special 
Services, Enclosures, etc.”’—Discussion Leader, 
James C. Deremo, Grand Rapids, Mich. 
(a) Moving Picture—Harold A. Wallace, 
Joliet, Ill. 
(b) Direct Mail Advertising—Ed. Strasma, 
Kankakee, Ill. 
5 :15—Appress—‘“Selling Collection Service’’—Discus- 
sion Leader, Harry P. Hovey, Kansas City, 
Mo. 
(a) Selling by Direct Solicitation—John T. 
Patton, Charleston, W. Va. 
(b) Selling by Letters and Advertising—J. E. 
Mullendore, Tulsa, Okla. 
5:45—OpeEn Forum. 
6 :00—ApjourRNn. 


WEDNESDAY AFTERNOON 
JUNE 19 
Inter-Bureau Reporting Department (Red Room) 


2:00—CaLL To Orper—By L. S. Gilbert, Chairman, 
Inter-Bureau Reporting Department Com- 
mittee. 

2:05—Appress—“Building a Standard Consumer In- 
ter-Bureau Report’’—Discussion Leader, Wm. 
R. Arendt, Little Rock, Ark. 

(a) Antecedents and History—G. Tom 
Davis, Evansville, Ind. 

(b) Employment and Income—George Fair- 
ley, Duluth, Minn. 

(c) The Increasing Use of (Questionnaire 
Forms—Arthur F. Henning, Sacramento, 
Calif. 

3 :00—Appress—“Judgment the Basis of a Credit Sys- 
tem”—By Alan S. O’Neal, Assistant to Chief 
of Underwriting Section, Federal Housing 
Administration, Washington, D. C. 


JUNE, 1935 


3 :45—Appress—“Compiling FHA Reports”—Discus- 
sion Leader, Jos. D. Burwell, District Man- 
ager, NCCRC. 

(a) The Factual Data Report—C. Guy 
Ferguson, Pittsburgh, Pa. 

(b) Opportunities Under “Title I’—Wnm. 
V. Trammell, Birmingham, Ala. 

(c) The Tie-in Between Dealer and Bureau 
—Harold Sands, Columbus, Ohio. 

4:30—ComMITTEE REPorT—“Employees’ Manual” — 

Frank E. Parker, Detroit, Mich., Chairman, 

Manual Committee. 

4:45—ComMITTEE Report—“The ‘T’ Ticket”— 
George B. Allan, Springfield, Mass., Chair- 
man, “T” Ticket Committee. 

5:15—PrELIMINARY REPORT OF RULES AND REGULA- 
TIONS COMMITTEE. 

5:30—Discussion AND ACTION ON “11 REGIONAL 
Districts” PLAN. 

6:00—PreELIMINARY REPoRT oF NoMINATIONS CoM- 
MITTEE. 

ADJOURN. 


THURSDAY AFTERNOON 
JUNE 20 
Inter-Bureau Reporting Department (Red Room) 
2:00—CaLt To Orper—By L. S. Gilbert, Chairman, 


Inter-Bureau Reporting Department Com- 
mittee. 
2:05—Appress—“The Direct Inquiry’—By Hon. 

Lawrence McDaniel, General Counsel, Na- 

tional Consumer Credit Reporting Corpora- 

tion, St. Louis, Mo. 
2:45—Appress—“Organizing Membership Cam- 
paigns’—By John Mack, Vice-President, 

American City Bureau, Chicago, Illinois. 

3 :15—Appress—“Developing Inter-Bureau Reports in 

Correspondent Territory’—Discussion Lead- 

er, J. Fred French, Manchester, N. H. 

(a) Selection of Correspondents—W. R. 
Bowen, Cleveland, Ohio. 

(b) Training Correspondents in Standard 
Reporting—N. D. Bartle, Syracuse, N. 
, # 

(c) Reducing Time Element in Correspond- 
ent Reporting—C. E. Moorman, Jack- 
sonville, Fla. 

4:00—Appress—“Use of Inter-Bureau Reporting De- 

partment Tickets—M, ‘O, ‘T, ‘F, ‘L’”— 

Discussion Leader, S. L. Gilfillan, Minne- 

apolis, Minn. 

(a) “M” and “O” Tickets—Fred S. Krieger, 
Milwaukee, Wis. 

(b) “T” Tickets—W. C. Slotsky, Sioux 
City, Iowa. 

(c) “F” and “L” Tickets—Max Meyer, 
Lincoln, Neb. 

4:45—Appress—“Uniform Bookkeeping System”’— 

Discussion Leader, A. B. Buckeridge, New 

York, N. Y. 

(a) Know Your Cost—Warren W. Smith, 
San Jose, Calif. 

(Continued on page 22.) 
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GROUP of National Association officials, a 

short time ago, made a little journey “behind 

the scenes” and watched your magazine “in the 
making.” Entranced, they stood gazing as linotypes 
changed molten metal into line after line of type—huge 
printing presses turned off sheet after sheet of text—the 
“air-fingers” of an automatic press “fed” the covers with 
more than human deftness and accuracy. 

“I wish,” said one, “that every member could see this 
—and realize the amount of detail work, the number of 
operations, in the making of the magazine.” ‘Thus was 
born the inspiration for this article. 


First Comes the “Copy” 

Long before the “copy” is ready for “the printer,” the 
detail work begins. First, each issue must be planned. 
And planning a magazine. is like preparing a menu. It 
must cater to a variety of tastes and appeal to all of 
them. 

Articles must be obtained, so the membership is combed 
for material: “Experience” articlese—new methods—new 
ideas. 

Many members send in contributions voluntarily. 
Others, busy, promise—and forget. Repeated requests 
are often necessary to get them “to the point.” In this 
issue, there’s an article which we suggested—over two 
years ago! 

Some of the articles arrive perfect in every detail, 
practically ready for the linotype—a joy to an editor’s 
heart. Others are just “ideas in the raw’—often in the 
form of letters. 

Many of our best articles come from addresses (some- 
times of an hour’s duration) delivered at meetings. Boil- 
ing these down—to reading length—and still retaining 
their vitality—is a delicate operation for the “blue 
pencil.” 


Putting the Magazine Together 

Material, as received, is scheduled, read carefully, 
necessary corrections made. If the meaning is not clear 
(in parts), sometimes whole sentences are rewritten, al- 
ways in conformity with the author’s style and intent. 
Accompanying illustrations and forms are “dressed up” 
and sent to the engraver for “cuts.” 

Next, a “rough layout” is made, similar to that re- 
produced in the next column. Although hastily sketched, 
this is a “working model” for the printers, as familiar to 
them as is a blue print to an engineer. 

Headings and spaces for cuts and type are indicated, 
also type sizes, and the “copy” (with layout) is sent 
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Your Magazine-- 


In the Making 


By DANIEL J. HANNEFIN 
Associate Editor, The Credit World 


to the print shop. Headings are set on the “Ludlow 
Typograph,” which has largely displaced the old method 
of setting display type by hand. New type, cast in 
“slugs” (just like the linotype slug), is used for each 
issue, 

The text is set on linotypes, which, as the name in- 
dicates, cast the type in a complete line (or “slug’’). 
Next, the type is dropped into its place—according to 
layout—and a proof of the page is sent to the proof 
room for “first reading.” Then, back to the linotype for 
correction of operator’s errors. The corrected proof 
again goes through the proof room for second reading, 
after which it comes to us for our reading. “Fillers,” 
if needed, are supplied, and corrections or changes noted. 
The third or “final” proof is again read—by the proof 
room and by us. 

































































































































































































































































“Rough” Layout—the Printer’s “Blue Print” 
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Atter the “final” proofs have been “O.K.’d,” the page 
forms are assembled in the “lock-up” department. Here 
they are arranged on the “stone” so that they will be 
in consecutive order when finally printed. Then a 
“chase,” which is a special metal frame, is placed around 
the “form.” 

The pages are spaced the proper distance apart so that 
all margins will be exactly the same in the finished maga- 
zine—then it’s ready for “locking up,” the final opera- 
tion before it goes to the press room. “Quoins” (notched 
steel wedges in pairs, with opposing jaws) are placed 
along the inside of the chase. In rotation, these are 
tightened up until the form is locked in the chase, per- 
fectly tight. 

When locked, the form is “planed”: A wooden block 
is placed on the form and pounded with a mallet until the 
type is all level. Another proof—the “stone” proof—is 
then taken and checked carefully. Then the form goes 
to the press room. 

In the plant of the Christian Board of Publication— 
in which this magazine, along with some fifty others, is 
printed—the composing room, as well as the press room, 
works night and day. With a formidable battery of large 
cylinder presses, it is possible to schedule the forms so that 
when they are ready, day or night, they will follow 
through on the press in short order. 

Paper is bought under a year’s contract and brought, 
in carload lots, into the stock room, where it is kept at 
press-room temperature to insure best printing perform- 
ance and to eliminate as much as possible, the static elec- 
tricity which is always present, to a certain degree, in 
paper. (In greater degree in “unseasoned”’ paper. ) 


Now for the Actual Printing 


When the form arrives in the press room, it is placed 
on the press, where the first operation is relocking: Adjust- 
ing the pressure of the “quoins” for best printing results. 
The next step is “make-ready.” 
Expert pressmen place an over- 
lay on the tympan of the press 
and adjust it so that all parts of 
the form, and especially the cuts 
(or pictures) print up in full de- 
tail. 

While this is going on, a 
“press proof” is being given a 
final check-up. When the final 
“O.K.” is received, and the 
“make-ready” completed, the 
press begins to “roll,” the printer’s 
phrase for the actual operation. 
(A view of the press room is 
shown on page 25.) 

The operation of these big 
presses is fascinating. A whole 
page of description of their me- 
chanical perfection—the devices 
to eliminate “‘static” and in other 
Ways assure a perfect printing 
process—could be written but 
space does not permit. So, we 
pass on to— 
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The Bindery 


The printed sheets of the “inside” or text—and the 
printed covers—are sent to the bindery. Here, one fold- 
ing machine folds the inside of the magazine, another the 
covers. Next, on another machine, they are assembled: 





A Corner in the Linotype Section 


One operator places the folded inside portion of the maga- 
zine on the “traveler” of the stitching machine. Further 
along, another places the cover (in position). The as- 
sembled magazine, still traveling, is automatically 
“jogged” (cover and inside placed in proper alignment) 
and “stitched” (bound with wire staples). 

Trimming the magazines, to exact size, is the final 
operation in this department. This is done in a “safety” 
cutting machine, so designed that it will not operate unless 
the operator has both hands in control position. (No 
possibility of putting one hand under the cutter and press- 
ing the release with the foot as in old-style cutting ma- 


chines. ) (Continued on page 25.) 





Forms in the “Lock-Up Department”—Ready for the “Stone Men.” 
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NCCRC Program 
(Continued from page 19.) 


(b) Operating on a Budget—J. Morgan 
Bright, Chattanooga, Tenn. 
5:30—Reports OF COMMITTEES: 
1. Final Report—Rules and Regulations Com- 
mittee. 
2. Final Report—Nominations Committee. 
3. Election Inter-Bureau Reporting Depart- 
ment Committee. 
4. Resolutions. 
6 :00—ApDJouRN. 


TUESDAY AFTERNOON 
JUNE 18 
Supervising Collection Department 


Joint Meeting of Inter-Bureau Reporting and Supervis- 
ing Collection Departments (Red Room) 


WEDNESDAY AFTERNOON 
JUNE 19 
Supervising Collection Department (Blue Room) 


2:00—Ca.Lt To Orper—By W. M. Milham, Kala- 
mazoo, Mich., Chairman, Supervising Collec- 
tion Department Committee. 
2:05—Appress—“Forwarding and Receiving’—Dis- 
cussion Leader, Roy Rumpff, Rochester, N. Y. 
(a) Forwarding and Acknowledging Claims 
—E. A. Stranquist, St. Louis, Mo. 
(b) Costs and Suit Fees—J. J. Conlin, 
Akron, Ohio. 
(c) Reporting and Remitting—Edw. H. EI- 
lis, Boulder, Colo. 
2:45—OPpeEN Forum. 
3 :00—Discussion—“Schedule Bond’—Open Forum. 
3:45—A ppRESS—‘“Collecting Money’—Discussion 
Leader, Robert C. Greenburg, Steubenville, 
Ohio. 
(a) By Letter—Ward J. McMullen, Okla- 
homa City, Okla. 
(b) By Telephone—R. B. Krutzner, La- 
Crosse, Wis. 
(c) By Outside Collector—George H. Wil- 
liams, Willimantic, Conn. 
4:30—OpeEN Forum. 
4:45—Appress—“Handling Office Detail’—Discus- 
sion Leader, Frank E. Sherod, Cleveland, 
Ohio. 
(a) Listing and Filing—Paul Thomas, De- 
troit, Mich. 
(b) Reporting and Remitting to Clients— 
Bernard B. Cantor, Portland, Ore. 
5 :30—PRELIMINARY REPORT OF RULES AND REGULA- 
TIONS COMMITTEE. 
5:45—Discussion AND ACTION ON “11 REGIONAL 
Districts” PLAN. 
6:00—PRELIMINARY ReEporT OF NoMINATIONS Com- 
MITTEE. 
ADJOURN. 
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THURSDAY AFTERNOON 
JUNE 20 
Supervising Collection Department (Blue Room) 
2:00—CaLL_ To Orper—By W. M. Milham, Kala- 


mazoo, Mich., Chairman, Supervising Collec- 
tion Department Committee. 
2:05—Appress—“Code of Ethics’—E. Louis Feld- 
man, Pittsburgh, Pa., Vice-Chairman, Ethics 
and Grievance Committee. 
2:20—OrpeENn Forum. 
2:45—Appress—“The Cost of Doing Business”— 
Warren W. Smith, San Jose, Calif. 
3:30—OpeEN Forum. 
3:45—Appress—“Analyzing the Rate Schedule’—N. 
B. Blackford, Nashville, Tenn. 
4:15—Appress—“Standard Forms’—C. O. Stiles, 
Manager, Forms and Systems Department, 
NCCRC, St. Louis, Mo. 
5:00—Oren Forum. 
5:15—Frinat Report RULES AND REGULATIONS Com- 
MITTEE. 
FinAL Report oF NOMINATIONS COMMITTEE. 
ELECTION OF SUPERVISING COLLECTION Dk- 
PARTMENT COMMITTEE. 
RESOLUTIONS. 
6 :00—ApJouRN. 
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When buying your railroad ticket to the Convention— 
ask for “one-way” ticket and a “fare-and-a-third 
certificate.” 
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Hotel Home 


is famous has made it a favorite with experienced 
travellers... Enjoy the comfort, the fine cooking, 
and the luxury of the Atlantic at new low rates. 


450 Rooms from 
—WITH BATH— 
$ ? i | Ernest C. ROESSLER 


FREDERICK C. TEICH 
DAILY Managing Directors 
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JACKSON BLVD. 














The CREDIT WORLD 





ii 





W 


| i ae 


1) 














Credit News Flashes-- 
Personal and Otherwise 


Convention Delegates Invited to Visit Canada 

The National Office has received a special letter from 
Mr. I. Magladery, Deputy Minister of Immigration of 
Canada, inviting delegates to the Rochester Convention 
to visit Canada. 

“The regulations,” writes Mr. Magladery, “are very 
sensible and reasonable. . . . Only the duty of guarding 
against the admittance (in the guise of tourists) of per- 
sons not legally admissible necessitates any regulations at 
all, as it is the policy to make the crossing of bona fide 
tourists into Canada just as free of red tape and restric- 
tion as possible. 

“Citizens of the United States entering Canada as 
tourists may expect no inconvenience whatever. Any dele- 
gates (or their friends) who are not citizens of the 
United States should be in a position to satisfy the 
Canadian officer at the International Boundary that they 
are legally resident in the United States and will have 
no difficulty in returning to your country. 

“Tourists automobiles are admitted without charge 
and may be driven for pleasure under their state licenses 
in Canada for a period of 60 days which period may be 
extended upon application. 

“I am having instructions sent to the Canadian In- 
spectors of Immigration at the border to ensure that 
every courtesy consistent with the regulations is extended 
to any of the delegates and their friends who may wish 
to visit this country.” 


~ er 
New Credit Women’s Club In Omaha 

The “Women Retail Credit Grantors” of Omaha, or- 
ganized a Women’s Breakfast Club, May 6. The fol- 
lowing officers were elected: Mrs. Clara E. Haney, presi- 
dent; Mrs. Lillian Heywood, vice-president ; Miss Louise 
Rolen, secretary; and Miss Josephine Turner, treasurer. 

Meetings will be held each month with the purpose of 
creating greater cooperation between the women engaged 
in credit work. 

Der 
Fort Worth’s Educational Program 

The Fort Worth (Tex.) Retail Credit Men’s Asso- 
ciation has just concluded a very extensive credit educa- 
tional campaign among the students in public schools. 
The campaign which was quite comprehensive, covered 
15 days and included an essay contest in which prizes 
were awarded. Unfortunately, owing to lack of space, 
we are unable to give full details this month but hope to 
give more information and the text of the winning essay 
in a later issue. 

“Er 
Younts’s Collections Still “Going Up’’! 

Mr. C. P. Younts, Credit Manager, Frank T. Budge 
Co., Miami, Fla., wrote recently: “Our April business 
was 33% per cent over April, 1934. For the entire year 
we will go close to a 50 per cent increase. Our collec- 
tions for the month of April were 98.2 per cent, the high- 
est we have ever had.” 
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Tulsa Boosts “The Credit World”’ 


“A bright spot in each month for the Credit Manager 
is the arrival of a new issue of The Crepir Wor tp.” 
This is the opening sentence in a quarter-page article in 
the weekly bulletin of the Associated Retail Credit Men 
of Tulsa, Okla. — 


New York Bulletin Urges Convention 
Attendance 


W. A. Armstrong, Chairman of the Attendance Com- 
mittee of the Associated Retail Credit Men of New 
York City, Inc., issued a special bulletin on May 22, 
portraying the advantages of attendance at the National 
Convention in Rochester “which according to present in- 
dications will be the best attended convention both from 
our own New York City and from all over the coun- 


try and Canada.” — 


Vancouver (B. C.) Elects New Officers 


The Retail Credit Managers of Vancouver, B. C., 
elected the following officers for the coming year: J. 
Usher, Hudson’s Bay Company, president ; L. C. Thomas, 
Vancouver Lumber Co., vice-president; M. A. Kelly, 
J. W. Kelly Piano Co., secretary; and J. C. Mayers, B. 
C. Electric Co., treasurer. Directors: C. R. M. Gale, 
J. C. Ames, S. G. Collier, G. R. Baird, L. C. Thomas, 
and G. H. Johnston. 

“67 
Santa Barbara Elects 


The Merchants Credit Association of Santa Barbara, 
Calif., on May 16 elected the following officers: Wm. 
H. Gilchrist, president ; Ralph T. Runkle, vice-president ; 
R. C. Smitheram, secretary-treasurer. The other mem- 
bers of the Board of Directors are: Francis E. Boyd, 
Marvin Light, Charles A. Ott, and Fred Schauer. 

~~ or 
Lynn (Mass.) Election 


The Lynn Retail Credit Association, Inc., at its an- 
nual meeting reelected as president, G. H. Du Plessis, 
Controller of Burrows and 
Sanborn, Inc., one of our 
leading Department Stores. 
This is the Association which 
directs the management of 
the Lynn Credit Bureau of 
the Lynn Chamber of Com- 
merce. 

Other officers include 
Michael J. Silk, vice-presi- 
dent ; David P. Shenk, clerk; 
and Herbert O. Buntin, 
treasurer. Directors: Fred 
R. Cooksey, Fred F. Cowan, 
A. C. Moynihan, Lynn M. 
Ranger, James C. Soutter, and Edward M. Tanny. 

—MarsHALi W. Hunt, 
Manager, Lynn Credit Bureau. 
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District Organizations Completed 


try during May, the remaining districts of the 
new district “set-up” were completed, subject to 
ratification by the National Convention. 

All of these meetings, happening practically at the same 
time, preclude the possibility of giving them the complete 
reports they deserve. So, in this page, we list the names 
of the presiding officers and will give complete lists of 
officers and directors later. 


A T MEETINGS held in various parts of the coun- 


District One 
Fred R. Cooksey, The Hill-Welch Co., Lynn, Mass., 


was elected President of this district, also to represent the 
district as National Director. 


District Two 
W. A. Atkinson of Camden, N. J., was elected Presi- 
dent; Arthur J. Kramer, New York City, National Di- 
rector ; and Gordon Ross of Rochester, N. Y., as alternate. 


District Five 


At the meeting held in Cleveland, Ohio, May 20 and 
21, part of this district was made into a new district, 
Number Thirteen. (See report below.) 

For District Five, J. G. Ost of Cleveland was named 
President and alternate National Director while Giles C. 
Driver of Cleveland was elected to represent the district 
as National Director. 

District Eight 

In this district, at the meeting in San Antonio, Tex., 
May 13, 14, and 15, Marley Styner of Houston was 
elected President. He was also named by the district as 
National Director. John R. Clark of Fort Worth was 
elected as alternate. 

District Ten 


The organizational meeting for this district was held 
at the Northwest Regional Conference at Seattle, May 
13 and 14. At this conference an excellent program was 
carried through and we regret that we are unable to give 
it a full report in this issue. G. C. Braman, The Bedell 
Company, Portland, Ore., was named to represent the 
district as National Director. 

President Reed was present and gave a glowing account 
of this successful meeting. 


District Eleven 

This district held its organizational meeting in connec- 
tion with the California Conference of Retail Credit 
Granters and Bureau Managers, at Santa Barbara, Calif., 
May 10 and 11. 

In this two-day meeting, an exceptionally fine program, 
with a number of outstanding credit executives and bu- 
reau Managers as speakers, was carried out to perfection. 
One of the addresses (boiled down, unfortunately, be- 
cause of lack of space) is printed in this issue. President 
Reed, who attended, reported a wonderful meeting. 

H. Price Webb, L. Hart & Son, San Jose, Calif., was 
elected President ; S. E. Edgerton, Broadway Department 
Store, Los Angeles, as National Director. Mr. Webb, 


who was named as alternate, will represent Northern 
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California as National Director while Mr. Edgerton will 
serve for Southern California. 


District Twelve 


In this district, originally part of the Second District, 
Walter S. Hull, Baltimore, Md., was made President. 
David H. Goldman, Pittsburgh, was named as National 
Director, and J. W. Tallentire, Washington, D. C., as 
alternate. , 

District Thirteen 


At the Cleveland meeting, mentioned above, this new 
district was formed from part of the original Fifth Dis- 
trict. John D. Kemper, Mandel Brothers, Chicago, was 
named President while Erwin Kant, Ed. Schuster & Com- 
pany, Milwaukee, was named National Director. 


=e 


Hotels Offer Special Courtesies to National 
Members 


Because it aroused so much interest and brought so 
many inquiries from members, we are reprinting below 
the little notice about the special arrangements made by 
the National Office with the Hotels Statler for the bene- 
fit of our members. 

The notice, which appeared in the May issue, follows: 


Statler Hotels Guarantee Minimum Room Rates 
for Members 

Through an arrangement made by the National Office, 
the Hotels Statler in Boston, Buffalo, Cleveland, De- 
troit and St. Louis, and the Hotel Pennsylvania in New 
York, will guarantee minimum rates on rooms to mem- 
bers of the N. R. C. A. and N. C. C. R. C., who identify 
themselves as members of the National Retail Credit 
Association. 

By registering as a member of the National Retail 
Credit Association you will receive preferred attention 
and, according to the letter from the Executive Offices 
of the Hotels Statler, “will be assigned to rooms at either 
one of the two lower rates (single or double) prevailing 
in the house concerned.” 


Also—The Palmer House in Chicago 


The Palmer House, Chicago, writes: “We would wel- 
come the opportunity to serve your members en route to 
and returning from Rochester. We will guarantee the 
minimum rate for rooms for your members stopping over- 
night in Chicago.” 


~~ er 


Bremerton, Washington, Organizes Credit 
Women’s Club 


Between 35 and 40 credit women of Bremerton, Wash- 
ington, met April 4 and organized a Breakfast Club. 

The following officers were elected: Miss Sally Todd, 
President; Mrs. Alma Schernberg, Vice-President; Mrs. 
Vivian Chandeler, Secretary; Miss Ruth Palmer, Cor- 
responding Secretary and Mrs. Vera Lamb, Treasurer. 
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Your Magazine -- In the Making 
(Continued from page 21.) 

To the mailing room—the end of the journey as far as 
the printing plant is concerned—then go the completed 
magazines. Wrapping is the first operation here. 

Magazines on individual subscriptions, which make up 





A Corner of the Press Room. The Larger Presses, Not Shown, Are All 


“Automatic Feed” 


the bulk of the mailing, are wrapped singly. Each wrap- 
per, previously prepared, carries the address of a sub- 
scriber. “Bulk” subscriptions (a number of copies to one 
subscriber) are wrapped together 

The addresses are addressographed at the National Of- 
fice (the mailing list of the National Association, being 
confidential, is never permitted to leave the National Of- 
fice) on “mailer strip” paper rolls. These rolls in the 
mailing room are placed in a little machine which cuts 
them and pastes them on the wrappers, in one operation. 

When wrapped, the magazines are placed, by expert 
mailers, in mail sacks labeled by states or cities. The 
mailings for larger cities are placed in individual sacks and 
go straight to their destinations. 

Mailing preparation being finished, a truck picks up 
the mailing—69 sacks weighing around 3,000 pounds— 
and takes it to the post office where “Uncle Sam” takes 
over the responsibility of delivery to your desk. 


mer 


We'll “Show You the 
Way to Go Home” 


Through the courtesy of one of 
the major oil companies, the Roch- 
ester Retail Credit Men’s Associa- 
tion, if you drive to the National 
Convention, will supply you with a 
different routing on your way home. 

Or, if you desire, trips to neigh- 
boring states or to Canada will be 
mapped out for you. 

It will take some time to make 
these arrangements, so please give 
the Transportation Committee 
ample time to make up your desired 


Don’t Fail to See the Forms Exhibit at the 
Convention 


Convention delegates are requested to be sure to see 
the special Forms and Systems Exhibits, prepared for the 
Convention by R. H. Poindexter of Loveman, Berger & 
Tietlebaum, Nashville, Tenn. 

Mr. Poindexter has spared no effort 
in the preparation of this exhibit, hav- 
ing obtained forms used by leading 
stores in all parts of the country. 

He has arranged these in “albums” 
which later will be sent around the na- 
tion for exhibition by the various local 
associations. 

This exhibit is a revival of a practice 
of former days, when such educational 
displays were part of every National 
Convention. 

“Der 


An Explanation 


This being the Convention Number 
of The Crepir Wor -p, it has been 
necessary, much to our regret, to omit 
many of the regular features and 
many reports we should have liked to 
publish. Too, some of the articles have been shortened to 
fit the space limitations, and many postponed. With this 
explanation, we ask your indulgence. 

26" 
Announcing -- The Winners 
(Continued from page 13.) 

The Association prize to be awarded to the Associa- 
tion with largest membership in proportion to its popula- 
tion goes to Salem, Oregon, a city of 22,266 population, 
with a membership of 71. This prize is to be awarded 
each year to the Association (unit of the National As- 
sociation a year or longer) showing the largest number 
of members in proportion to population and will become 
the permanent property of the Association winning it 
three years in succession. 

Memphis made the best showing in May, with 50 new 
members. Minneapolis followed, with 42, and Milwau- 
kee was next, with 25. 





routing. “In the Bindery the Magazines Are Folded, Assembled, and Bound.” 
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A Message of Appreciation 


From Your Retiring President 


sage to the members 
of the National Retail 
Credit Association, I want 
to express, in brief terms, 
my deep appreciation of 


| N THIS, my final mes- 





66 We have met with suc- 


cess -- we are proud of what 
has been accomplished-- 
and we, of course, place 
the credit where it may be 


For, after all is said and 
done, our organization, in 
reality, consists of one large 
family. If our relations 
with each other are estab- 
lished, as we know they 





the very sincere and com- 
plete cooperation our ad- 
ministration has _ received 


justly due 





dl 


a6 are, on a harmonious basis, 
devoid of selfishness or 
eagerness for personal gain, 








at your hands. 

When we “launched our 
boat” at Memphis last June we did so with but 
one thought in mind, and that was to bend our 
energy to the upbuilding of our Association on a 
foundation which would endure. When we as- 
sumed the responsibility for smooth sailing, we 
did so with full knowledge of the hazards of the 
undertaking. 

Also, we were confident that the ever-loyal 
members of our Association would lend every as- 
sistance possible to the end that our administration 
would actually prove successful. It was our 
thought at the time that loyalty toward the “Na- 
tional”—as expressed so many times in the past 
by our outstanding members—would not wane, 
and that they would not permit our organization 
to do other than progress. 

During the year coming to a close we have en- 
countered many happy experiences and intricate 
situations. We found at times, prejudices, al- 
though unfounded, of such nature as to make our 
task a bit unpleasant. 

With proper contacts, logical explanations and 
a sincere effort to serve—coupled with the closest 
cooperation on the part of National, State and 
Local Committee Chairmen and their Committees, 
we believe we have succeeded in overcoming ob- 
stacles which at the beginning seemed almost over- 
whelming and practically impossible of solution. 

To the members of our National Board of Di- 
rectors, our various Chairmen and members of 
their Committees, and to General Manager-Treas- 
urer Crowder and his coworkers, do we owe much 
gratitude for their untiring efforts—looking for- 
ward always, to the progress of our Association. 

We have met with success—we are proud of 
what has been accomplished—and we, of course, 
place credit where it may be justly due! 

To the credit fraternity of the nation and, like- 
wise that loyal force of bureau managers which 
has worked with us so faithfully and unselfishly, 
do we express our gratitude. 
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our National Association 

can but continue to go for- 
ward, and achieve greater National power for the 
improvement of retail credit. 


The contacts we have made during the past 
year in connection with regional conferences, re- 
gional organization work, and so on, have demon- 
strated very definitely that the National Retail 
Credit Association is not only held in the highest 
esteem, but, on every hand, has there been ex- 
pressed eagerness to see the Association grow and 
prosper. 


Credit Executives throughout the nation not 
only realize the great good which may be accom- 
plished by the National Association, but are also 
cognizant of the fact that membership therein is an 
asset of high value; for it is actually through af- 
filiation with the National Retail Credit Associa- 
tion—careful perusal of the contents of The 
Crepit Wor~p and periodical contact with other 
credit managers and executives—that the individ- 
ual improves himself and his technique. Thus is 
his perspective broadened—his opportunity for 
success greatly enhanced. 


We are looking forward to the Rochester Con- 
vention with a high degree of confidence and the 
hope—the firm belief—that the National Asso- 
ciation is on the threshold of an era of great 
achievements! 

To each and every member of the National Re- 
tail Credit Association I extend my deepest ap- 
preciation. Your loyalty and cooperation have 
made it a pleasure as well as an honor to serve 
you. From the depths of my heart I say: Thank 


You! 
7 
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George Lawo Honored at Meeting 
()* THE wall of a simple little glassed-in office, 


as unpretentious as its daily occupant, hangs a 

framed document with an air of dignity and 
solemnity about it that somehow seems to convey the im- 
port of the inscription thereon before it can be read; an 
air that invites close scrutiny, undivided attention and 
sincere commendation for its owner. 

The office is that of Mr. George A. Lawo, Secretary- 
Treasurer and Credit Manager of The John Gerber 
Co., one of the leading department stores of Memphis. 
The document? A scroll bearing the resolutions adopted 
by the members of the National Retail Credit Associa- 
tion in Convention at Memphis, June 22, 1934, confer- 
ring on Mr. Lawo the title of President Emeritus of the 
National Association, the highest honor that has ever 
been conferred by the Association on any individual. 

The presentation was made by L. S. Crowder, Gen- 
eral Manager-Treasurer of the National Retail Credit 
Association, at the eighteenth annual election and ban- 
quet of the Memphis Retail Credit Association on the 
evening of Tuesday, May 14, 1935. It was the fea- 
tured event of what was probably the most outstanding 
meeting ever held by the local organization. This title 
of President Emeritus has been added to Mr. Lawo’s 
many other honors, which include that of Past President 
of both the national and the local credit groups and, at 
present, Honorary President of the Memphis organiza- 
tion. 


Memphis’ Annual Election 


In recognition of his exceptional leadership (resulting 
in a most successful year for the Memphis Association), 
and as an expression of the desire of the membership that 
he be allowed to continue the progressive program which 
he had instituted, J. Porter McClean, credit manager of 
the Oak Hall Clothing Store, was re-elected as President. 
Likewise, the nominating committees were unanimous in 
their choice of Henry G. Orndorff, Credit Manager of 
B. Lowenstein & Brothers, Inc., for First Vice-President, 
and Maurice B. Silverson, Credit Manager, The Landres 
Co., Inc., for Second Vice-President. M. G. Liberman 
and Mrs. Helen D. Ruffin continue as Secretary-Treas- 
urer and Assistant Secretary, respectively. 


The election shifted Leon T. Whitten, Leon T. Whit- 
ten Co., and J. J. Valentine, Credit Manager, J. Gold- 
smith & Sons Co., from the first and. second vice-presi- 
dencies to the Board of Directors. “Two new directors, 
H. C. Stroupe of the Memphis Power & Light Co., and 
E. B. Turner of the National Bank of Commerce, were 
elected to serve with those whose terms had not expired: 
Clarence Banning, Stuart Coleman, Mrs. J. B. Haley, 
Leo P. Harrington, Talmadge Orr and L. R. McEwen. 

On one nominating committee were W. T. C. Berlin, 
chairman, Mrs. J. W. Maddox and L. R. McEwen; the 
other included W. R. Kendall, chairman, H. A. Craver 
and Mrs. Agnes Davis. M. C. Schwab served as elec- 
tion judge—J. A. Goodman and W. A. Smith as clerks. 

Seated in the Georgian Room of Hotel Peabody, 250 
members and guests were presented with a novel and en- 
joyable entertainment program that included quartet 
numbers, solos, dance numbers and novelty features. A 

(Continued on page 31.) 
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Research Studies 
Available to Members 


Copies of the following studies conducted by 
the Research Division of the National Retail 
Credit Association are available (on applica- 
tion)—free of charge—to members only: 





1—“Accounts in the Hands of Attorneys.” 


2—“An Analysis of Bureaus Publishing Rating 
Books.” 


3—“An Analysis of the Costs of Credit Reports 
and Time Required to Complete Them in 
Credit Bureaus Located in Cities of Approxi- 
mately 250,000 Population.” 


4—“An Analysis of Installment Terms of Depart- 
ment Stores.” 


5—“Billing Customers for Sales Tax.” 
6—‘“Bonus Plans for Bookkeepers, Clerks, etc.” 
7—“Down Payment Terms on Furs and Coats.” 


8—“Effects of Horse Racing on Retail Credit 
Business.” 


9—“Experiences of Men’s Clothing Stores with 
Installment Credit.” 


10—“Judgment Laws in Various States.” 


11—“Laws Affecting the Handling, Selling or Col- 
lecting of Installment Sales.” 


12—“Lay-Away Merchandise.” 


13—“Methods and Topics for Open Forum Meet- 
ings.” 


14—“Method of Reviving Inactive Accounts 
Through Use of Blank Statements.” 


15—“Relation of Charge Sales to Total Sales.” 


16—“Relation of Credit Office Salaries to Credit 
Sales and Total Sales.” 


17—“Transportation Charges on Goods Shipped 
Out of City.” 


In Preparation 


18—“Community Credit Policies.” 
19—“Costs of Operating Credit Department.” 
20—“Credit Office Statistics.”* 


*(Number of accounts opened, reopened and 
declined; percentages of: bad debt loss to total 
credit sales—recoveries of bad debts—charge 
sales to total sales—installment sales to total 
sales—for various types of stores in the United 
States.) 


Order by Number From: 
RESEARCH DIVISION 
National Retail Credit Ass’n 


1218 Olive Street St. Louis, Missouri 
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CREDIT DEPARTMENT LETTERS 


A New Department - - Devoted to Credit Sales ocean eay | 
Correspondence -- Conducted by Daniel J. Hannefin 


LTHOUGH this article is to be devoted pri- 
marily to collections, it was impossible to 
resist the urge to reproduce and mention 

here two outstanding “good will” letters—the 
Hecht Company and Hochschild, Kohn & Co. let- 
ters shown on the next page. 

The Hecht Company Letter (Figure 1) is an 
excellent example of the sort of letter to follow up 
on inactive accounts. And right there is something 
that too many stores neglect: A systematic follow- 
up on inactive accounts as persistent as that used in 
collections. If an account is worth going after at 
all, it is worth a series of letters, an earnest effort 
to get that account back on the buyers’ list or find 
out why it can’t be done. 

The Hochschild, Kohn letter is something dif- 
ferent, something that too few stores find impor- 
tant enough to give proper consideration: A letter 
of appreciation. 

Much money is spent for promotions and adver- 
tising to get customers but once they are obtained 
it seems to be the general practice to take them for 
granted and pursue the mad scramble for other cus- 
tomers. 

“A bird in the hand is worth two in the bush,” 
is an adage as true as it is old. By the same token, 
a customer on the active buying list, of known pur- 
chasing value, is worth two outside the store! 

Here is a letter (Figure 2) that lets the former 
inactive customer know that the store knows he has 
returned to the fold—dand is glad of it! Read it 
again. It isa short letter but a perfect one—in the 
appreciation it shows—and worthy of a second 
reading. 

Third Month Collections 

In previous articles, we have covered accounts 
from the opening, through the first, second, and 
third months of delinquency. Now, we come to 
an even more serious phase. In fact, it is very 
serious when a new account passes up the third 
month without paying up according to terms. 

This is the time when you must get down to 
“brass tacks” and find out whether your customer 
really understood your terms, when the account 
was opened, and whether he intends to respect 
those terms or ignore them. Letters, at this point, 
should emphasize the fact that your terms really 
mean that all purchases for the month are due on 
the first of the following month—and delinquent 
after the tenth! 

The letter in Figure 5, used by the credit man- 
ager of a large store (who did not want his store’s 
name shown) covers this situation perfectly. 
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Notice how it not only makes explicit reference 
to terms but also carries a thought-provoking sen- 
tence as a “chaser”: “Aren’t you making it harder 
for yourself by allowing these unpaid bills to ac- 
cumulate?” 

Figure 3 is also an excellent example with its 
special sentence, “We need your cooperation in 
order that we may serve you best.” Probably the 
most direct letter, and one that is timely, because it 
makes direct reference to the community Credit 
Policy, is the one shown in Figure 4. 

If the debtor thinks that you are the only one 
he has to worry about, he doesn’t take it seriously. 
But when he fears that all merchants are going to 
consider his paying habits, that’s cause for serious 
thought. 


Age-Analysis as a Collection Help 

Many stores are using “age-analysis” as a part 
of their regular procedure. However, not many 
take full advantage of it by telling their customers 
about it. 

Louis Selig, Credit Manager of the Rosenfield 
Dry Goods Co., Baton Rouge, La., has long been 
a user of age-analysis. During the past year or so 
he has also developed it into an effective collection 
medium. 

On small cards, to fit statement envelopes, he 
shows exactly how much of the customer’s account 
is delinquent—and the number of months each 
portion is overdue. These are used in lieu of state- 
ment reminders, simplifying collection work and 
reducing collection costs. (See Figure 7.) (Note: 
The columns for balances three months or more 
overdue are printed in red ink.) 

Pfeifer Brothers, Little Rock, Ark., use a small 
statement form (Figure 6) for the same purpose. 


Letters Are Requested From Different Lines of 
Business 

It is our hope to cover, in this department, the 
letter problems of members in smaller stores and 
of varied lines of business. We invite them to send 
in samples of their effective letters and forms. 

~>er 
Recent National Office Visitors 


The first President of the National Association, 
S. L. Gilfillan, Secretary of the Minneapolis Credit 
Service Exchange, accompanied by Mrs. Gilfillan, 
stopped off to visit the National Office while on 
the way to the Convention. 

L. M. Jahn, Tyler, Texas, a National Director, 
was also a recent visitor. 
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Dear Mir, Casebeer: 


If my previous letter has not fully expressed my regret 
at your absence from the store please accept this as another 
indicetion of the value we place upon your good will 


I just can’t help feeling that if you could but come 
in ...see the store in its new aspects ..note the outstand- 
ingly fine lines we feature. .féeel the spirit of our desire 
to serve. then your valued account would again be “active.” 


And, frankly, if you feel you've any cause for dissatis- 
faction - whatever it is - I want to do everything in my 
power to dispel it and bring you back into our great "family" 
of friends and patrons. 


Measure my sincerity by my persistence. 


lopdiell: 


Harold H. Levi 


HHL: bg 

P.S. Won’t you tell me "WHY" on the enclosed stationery. 
The self addressed envelope requires no postago. .merely 
drop in the mail boz. 
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CONCERNING; 


Your Account ICP File 


Payment does n 
ot 
any advice in Senneh e0 Seem to have been received nor 


Settlement of your eccount 

Under the 
bill is rendered 
in full on the fi 
the tenth, 


Communi ty Credit Policy, 
et the end of ®@ch month 
rst, and Considered overd 


an itemized 
and is payable 
ue after 


The 
bave found that by ite coeneer ibe to this credit Poliey 
rdla 
helpful, particularly during ease ease et ooome 
Yo 
eppreciates ond ett & favorable reply will be 
credit service, ae Se Providing an improved 


Very truly yours, 
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In Checking ove 
r our record 
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pond we can say we ere glad + 
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our charge “count, and we 
© receive your Patronage. 
Very truly yours, 


SCHILD, KORN 8 CO. 
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hows that 
An analysis of your account 8 
the balance mentioned in our former 
letters ts now considerably pest due 
and settlerent should be made without 


further delay. 








that 
need your cooperation in order 

2 may pon you best. Won't you, there- 
fore, favor us with check in payment of 
your account? The amount is § 


for the assis- 
May we express our thanks 
om which is anticipated, we remain 





Yours very trely, 
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THE MAY COMPANY 
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Credit Departaent. 






You probably realise that it is not ex; 
to ask a good customer for e remittance. 
The balance on your account, however, hes 
deen due us for quite some time. 


We open accounts for our customers to 
make shopping easier, with the understand- 
ing that bills will be paid by the tenth 
of the month following purchases. Aren't 
you making it harder for yourself by 
allowing these unpaid bills to acoumlate? 


© 


We urge you to cooperate with us by send- 
ing us your check promptly. 





Very truly yours, 





PFEIFER BROTHERS 
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FOREWORD 


INORITIES make all kinds of difficulties in all 
phases of human relations and if codes are re- 
established to conform to the Schechter decision 

and in the light of that decision, it will be in recognition 
of this basic fact. That statement is particularly true of 
business reorganizations and individual rehabilitations and 
has led to the enactment of much important recent bank- 
ruptcy legislation. 

Washington assumed that NRA codes were particu- 
larly obnoxious to business but there is some doubt here 
as to whether that is so. Depending on final crystalliza- 
tion of that doubt, either pro or con, is in large part the 
answer as to whether or not this present session will en- 
act a new recovery act to conform to the Schechter de- 
cision. In the meantime, prospects are good for a fairly 
long session of Congress. 


LEGISLATIVE 


(a) The Schechter decision has thrown a monkey 
wrench into the Washington legislative hopper and as a 
result some of the legislation which Congress intended to 
enact before adjournment may be scrapped for the time 
being. That applies with particular force to the bank- 
ing legislation which at the moment is certainly stalled 
and may fall by the wayside at this session. However, 
the second session of the 74th Congress, which will run 
well into next year, is fairly certain to enact some bank- 
ing legislation. 

(b) The Washington office has received several in- 
quiries concerning legislation pending in Congress pro- 
posing revision of the contract laws of the Federal 
Government and in particular the Public Works Act, 
commonly known as the Heard Act. On the former 
measure hearings were held on the Senate bill, 8. 275, 
May 8, in executive session at which representatives of 
four of the executive departments testified. 

This bill was favorably reported to the Senate early 
in the session but has since been recalled and is still in 
the hands of the Senate Judiciary Committee. It is not 
apt to be passed at this session nor are the chances any 
more favorable for passage of the several bills proposing 
to amend the Heard Act. 


DEPARTMENTAL 


(a) Two reports of considerable interest to retail 
credit granters have just been released by the Depart- 
ment of Commerce. According to a report released by 
the Census Bureau, retailers in 1933 sold nearly 7 bil- 
lion dollars of merchandise on credit, which constitutes 
about 28 per cent of total retail sales in that year. One- 
half of the total number of stores were credit-granting 
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stores, and of the sales of credit-granting stores, 45 per 
cent was made on credit in 1933. 

A second report issued by the Bureau of Foreign and 
Domestic Commerce, while based only on a limited num- 
ber of reports among twelve kinds of retail trade in all 
sections of the country, covers the subject of credit in 
greater detail and for both years, 1933 and 1934. Dur- 
ing the latter year, the report shows, acceleration took 
place in payments on open credit and installment credit 
accounts receivable. Bad-debt loss ratios for 1934 were 
about half those for 1933. 

The first report, entitled Retail Credit Business in 
1933, is not a sales publication and not for general free 
distribution but copies will be on file in all public 
libraries; the second report is entitled, Retail Credit 
Survey, 1934, and is available from the Bureau of 
Foreign and Domestic Commerce, Washington, D. C., 
at a price of 10c per copy. 

(b) The Bureau of Labor Statistics is conducting a 
study as to how wage earners make their purchases; 
studying in this regard expenditures of single individuals 
and of family groups in representative cities and towns 
of over 2,000 population throughout the United States 
and coordinating that information with similar farm data 
which the Bureau of Home Economics of the Depart- 
ment of Agriculture is planning to obtain. 

The first study reported on, that of Manchester, New 
Hampshire, with data obtained from 150 representative 
wage-earner families with an average annual income of 
$1,600, shows food absorbs 6.4 per cent, clothing 14.2 
per cent, housing 6.6 per cent, household operation 11.3 
per cent, and the balance is made up of smaller items, 
such as furnishings and equipment, transportation, per- 
sonal and medical care, recreation, etc. 

(c) Governor Curley of Massachusetts has appointed 
a committee to study consumer credit, particularly in- 
stallment buying, and to recommend legislation. William 
Trufont Foster, a director of the Pollack Foundation, is 
chairman, and a number of business men, lawyers, and 
economists, including the Attorney General of Massachu- 
setts, Paul A. Dever, and Carl F. Danner, president 
American Hide and Leather Company, are on the com- 
mittee. The general subject of consumer credit was also 
given considerable attention in a recent address by Pro- 
fessor Douglas of the University of Chicago, before the 
Midwest Conference on Homemaking. 


COURT DECISIONS 


(a) In Collins v. Welsh, reported in 75 Fed. (2d) 
894, C. C. A., 9th Cir., cases up to within recent days 
concerning the constitutionality of Sec. 74, enacted March 
3, 1933, were reviewed by the court. It would appear 
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that our courts almost unanimously now recognize that 
the bankruptcy clause of the Constitution permits pro- 
visions “to cover cases of debtors who are solvent and 
whose financial difficulties arise from frozen assets.” It 
is interesting to read in the opinion the words “frozen 
assets” since it is just that matter, “frozen consumer 
credit,” which is much concerning retail credit granters 
at the moment. 


mer 


George Lawo Honored 
(Continued from page 27.) 


huge, ceiling-high “radio” was the stage setting for the 
program, with the entertainers stepping out of the loud- 
speaker into the spotlight for their numbers. Adhering 
to the radio-television theme, announcements of each 
number were made (via loud-speakers concealed back of 
the radio) in true radio fashion by Joe M. Forbis, credit 
manager of Forest Hill Dairy—master of ceremonies. 
The program committee was headed by Mr. Banning, 
with whom served Mrs. Forbis, Mrs. Haley, Mrs. Leah 
B. Moore, Mrs. Ruffin, Mr. Silverson, Mr. Stroupe, 
Mr. Valentine, Mrs. George Wade and Mr. Whitten. 
The reception committee was chairmanned by Mr. 
Coleman, and included Mr. Berlin, Mr. Schwab, Mr. 
Eddins, Mr. Forbis, Mrs. Maddox, Mrs. Moore and 
Mr. Orr. Mrs. Wade and Miss Edith Gurganis con- 
stituted the decorations committee.—M. G. Liberman. 
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The Cash Store Turns to Credit! 


(Continued from page 6.) 


home. I will say, however, that we rarely ever open an 
account with a single person who earns less than $15.00 
per week, 

We follow about the same procedure with married 
people. We open accounts with them when they have 
been permanently employed a reasonable length of time 
(the longer at one place the better we like it). Coupled 
with this, we want a good paying record with no seri- 
ously past due balances owing at the time the application 
is made. Of course, in addition to this, general reputa- 
tion for good character, and home ownership—where the 
record shows the home is an asset and not a liability— 
are also considered. 

We do not put much stress on a bank account for the 
average worker, for these accounts are invariably small, 
and since the banks have been charging “service charges” 
on balances of less than $100.00, that has caused a great 
number to quit having any bank account at all. 

Itemized statements are mailed out the first day of 
every month. Beginning after the tenth of the month 
we start mailing out “middle-month” statements on all 
accounts for the previous or prior months, which have 
not been paid at that time. If the amount owing is for 
purchases made in a previous month, we merely send a 
courteous reminder that we have not received settlement. 

If it is an account of two months’ standing, we will 
either send a stronger notice or a letter requesting settle- 
ment, whichever our judgment dictates as best. This will 
be followed by letters at regular intervals until the ac- 
count becomes ninety days past due. Then the account 
is transferred from our regular ledgers to a suspense 
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ledger. (1 am using the word “ledgers,” but we really 
use trays. ) 

As soon as an account has been transferred to sus- 
pense, we immediately draw that name from our au- 
thorizing file and nothing can be approved on a “sus- 
pense” account without the personal approval of the 
Credit Sales Manager. Suspense accounts are worked 
on systematically from then on until they are either col- 
lected by our own efforts or they are placed in our at- 
torney’s hands. 

I might say that we do not turn down over an average 
of 8 per cent of our applications for credit. However, 
we do not draw applications from weak and undesirable 
credit applicants. In other words, most people who 
apply to this firm have a pretty good idea, themselves, 
whether or not they belong here before they make an 
application. 

“Der 


When buying your railroad ticket to the Convention— 
ask for “one-way” ticket and a “fare-and-a-third 
certificate.” 


~=er 


See the New “Gold” Membership Sign 
at the Convention 


For the use of National members, we have developed 
a new National Membership Sign. Printed in deep pur- 
ple, on heavy-weight gold cardboard, it makes an attrac- 
tive, attention-getting emblem—worthy of a place in any 
credit office. Actual size, 6 inches wide by 7 inches 
deep—punched for hanging, if desired. 

Prices: One, 15 cents; two, 25 cents; five, 50 cents. 
Special prices to local associations in lots of 100 or more 
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—with the name of the local association (instead of the 
National’s) imprinted. Write for prices: National Retail 


Credit Association, 1218 Olive Street, St. Louis, Mo. 
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An Explanation of the Birmingham 
“Debtor’s Court” 
By PAUL C. VAUGHAN 
Vice-President, Loveman, Joseph & Loeb, Birmingham, 
Alabama 

For the benefit of those Credit Managers who may 
not be familiar with this act, I am going to give an 
outline of its operation in the Northern District of 
Alabama, which is represented largely by Jefferson 
County. For quite a few years, this district almost led 
the entire country in the number of individual bank- 
ruptcies. 

With the passage of Section 74, creating the Debtor’s 
Court, the federal judge appointed the Hon. V. J. Nesbit 
as Special Referee to receive, counsel, and assist any debtor 
or wage earner who wishes to file a Debtor’s Petition or 
as it is sometimes called an Extension Agreement. 

The debtor who wishes to file a petition does not 
need an attorney. He simply goes to the Bankruptcy 
Division of the Federal Court and signs a debtor’s peti- 
tion asking for an extension-of-time agreement. This 
is referred to the Referee who then notifies all creditors 
to either appear in person or send in a sworn statement 
of the amount the debtor owes, stating whether it is a 
secured or unsecured debt and if secured, in what manner. 

He orders the debtor into court—has a round-table 
discussion of the debtor’s affairs with the debtor and 
creditors there face to face—and he requires the peti- 
tioner to file a sworn statement of his earnings, his ex- 
penses, the number of dependents, etc. Then he makes 
out a budget for the debtor (which is agreed upon by 
the debtor) and orders the debtor to turn over to his 
office the difference between this budget and his wages 
each month which he, the Referee, distributes among 
the creditors on a pro rata basis. 

There have been 908 cases filed in the Debtor’s Court 
since the passage of Section 74, with the following re- 
sults: In only 4 cases was the Referee unable to get the 
debtor and the creditors to agree to a plan of liquidation; 
31 cases have been dismissed because of death or com- 
plete loss of income on the part of the debtor; the other 
874 cases have either paid out or are still paying. 

If a debtor fails to live up to the agreement made 
with the court, for one month, the Referee simply orders 
the debtor’s employer to turn his pay into the Court the 
following month. The Referee has distributed $79,000 
so far to creditors in this district and distributions now 
are running over $6,000 per month. 

Most of this has been salvaged from a class of debtors 
who, had there been no Debtor’s Court, would have filed 
a petition in bankruptcy and the creditors would have 
received nothing. Also, the debtor who pays up, through 
the Debtor’s Court, has protected his job, his family, and 
his self-respect and comes out rehabilitated and with a 
clear conscience. , 

This Debtor’s Court has worked so advantageously 
to both debtor and creditor that individual bankruptcies 
in this district have dropped to almost nothing. The 
results from this court have been so outstanding that I 
believe it would be worth while for the Judiciary Com- 
mittee of the House of Representatives to have a repre- 
sentative come to Birmingham to see the operation of 
this court. 
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Let me urge all credit granters to thoroughly under- 
stand Section 74 before supporting any bill which might 
lessen the benefits we can derive from Section 74. 


=e 
Here’s the Way to Get National Members 


The Retail Credit Men’s Association of Pittsburgh, 
Pa., has made National membership part of its member- 
ship contract, in the following paragraph taken from the 
Association’s contract form: 

“The fee includes membership in the Retail Credit 
Men’s Association of Pittsburgh, The National Retail 
Credit Association, and participation in any publicity of 
the Bureau, the Weekly Bulletin, and the right to use 
all services of the Bureau, at the scheduled rates.” 

The Pittsburgh Association also has prepared a very 
attractive circular entitled, “Why You Should be a Mem- 
ber of the National Retail Credit Association.” 


*_ * * * 


Atlanta, Ga., is another to return to the plan of in- 
cluding National membership in membership dues. We 
quote from a letter recently received from L. S. Gilbert, 
Secretary-Treasurer of the Atlanta Retail Credit Asso- 
ciation : 

“The Board of Directors . . . in a meeting last week 
decided to go back to the original Association plan of 
charging membership dues which would include National 


dues.” 
* * - * * 


W. V. Trammell, Secretary-Treasurer of the Asso- 
ciated Retail Credit Managers of Birmingham, Ala., 
writes : 

“Plans have already been formulated for the most 
active membership drive in many years, to start very 
shortly. A series of prizes—in the form of cash to be 
used toward attending the next National Convention— 
will be offered.” 
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You Don’t Owe | 
Us a Cent! | 


Inactive Account 
Stickers 

For use on statements 
showing no purchases dur 
ing the month. Printed 
in one color (maroon) on 
white gummed paper. 

Price, $2.00 per 1,000. 
Order from your credit Your Patronage 
bureau or the National Is Appreciated! 
Office. © 1908. 8.0.0. — 


vv 
Yes! We've noticed 


| it and we hope you 
will use your charge |} 
account this month. 


Your cAccount | 
Is Balanced! 


vv 


This is just a re- 


i minder that we 
missed you last 
month. 


Use Your 
Charge Account! | 
© 1934, w. a. c. a. 


We Value 
Your Patronage! 
© 1934, w. 2. c. a. 
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Try the New “Gold” Series Stickers! 


Printed One Color - - on Special Gold Paper - - Actual Size* 
(1% in. x 2 in.) - - Five in the Series - - Price $3.00 per Thousand 





Keep Your Credit 
As “Good As Gold”! 


Prompt payment of accounts, 
according to terms, will build 
a priceless credit record— 


“Worth More Than Gold” 
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\ SACRED TRUST 
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' Now—Please? ' 
' We know how easy it is to : 
§ torget. Won't you send it ' 
' now—please—while you have 1 
| it in mind? s 
« Prompt Payments Build ! 
' Good Credit—‘Worth ; 
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POSS OOOOH 


Past Due! 


Prompt payment of this ac- 
count is necessary to protect 
your credit record. 


Safeguard Your Credit— 
It’s “Worth More Than 
Gold”! 
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TREAT YOUR CREDIT 
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“Good Credit— 


is worth more than all the 
gold mines in the world,’’ 
said Webster. 


Peseeeseeeeeeeeeeeeeea% 








A Friendly 
Reminder! 


As this account is overdue, 
your remittance will be 


Prompt 
More Than Gold” 
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s 
Also-- 


The New Insert 


(RIGHT) 


for use with your 
statements and 
correspondence 


Printed in two colors—red and 

black—on white paper. Actual 

size—314” x 6”—to fit statement 
envelopes. 


A timely message—to fit the 
times! 


Price 
$2.50 
Per Thousand 
Postpaid 


*Exact size of all forms shown 
by dotted lines. 


And - - at the Left - - 
A New “Gold” Emblem 


Sticker 


use on letters—statements—anywhere! 
Dignified—attractive reminders. Printed in 
one color on Special ‘‘Gold’’ paper. 


See actual samples--at the Convention 


Price $1.50 per Thousand 


Payment Builds 
Good Credit—‘W orth 


N.R.C.A. 
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greatly appreciated. 
Prompt Payment Builds 
Good Credit—‘Worth 
More Than Gold” 


© 1934 N.R.C.A. 
tee eae NI, 
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Let’s Keep 
the Wheels Turning! 


HE National Recovery Program has 
gone a long way in relieving unem- 


ployment. The Government is con- 
stantly developing new public works projects 
—to put people back to work. Slowly but 
surely conditions are improving and the wheels 
of industry beginning to turn again. 

Let’s keep the wheels turning! Credit, prop- 
erly used—money in circulation—these are 
the dynamos of recovery. And the use of in- 
dividual credit will help just as much as the 
use of national credit! 

If every American citizen would make a 
patriotic effort to pay up all his bills—it would 
put billions of dollars into circulation. Money 
that could be used to buy more merchandise— 
stimulate production—and put millions back 
to work! 


That’s the quickest way 
to relieve unemployment! 


National Retail Credit 
Association 


Executive Offices Sy St. Louis, Mo. 

















Order from Your Credit Bureau or the National Office 





“l Am for Your New Subscription 
Plan 100 Per Cent” 


A 


Howard Godfrey, 
Credit Manager of J. L. 
Hudson Co., Detroit, 
one of the nation’s lead- 
ing stores, sent in 15 
subscriptions for his 
credit personnel. 


v 





JOSEPH HORNE Co. 
PITTSBURGH 


PENNSYLVANIA 


Orrice or Creoir MANAGER 


Bational Retail Credit Association 
1218 Olive Street 
St. Louis, Mo. 


Attention: Mr. L. S. Crowder 
Gent lemen: 


I am for your new Credit World "Educational® 
subscription plan 100 per cent! 


It enables the store's credit personnel to keep 
abreast of the times on credit matters-- and 
provides for them a method of self-improvement 
which is a decided advantage to the retailer. 


The enclosed check for $22.00 covers eleven 
subscriptions for members of the credit staff 
of Joseph Horne Company. 


& 


Many smaller stores are 
sending in three or 
more subscriptions for 


credit department em- 


ployees—under this new 
Sincerely, plan. 
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Credit M er 











VERY STORE should enroll its credit The only magazine devoted exclusively to 

workers under the new “Educational this field, it’s like a continuous course in re- 
Subscription Plan”—as an investment in in- tail credit. Every phase of credit, from the 
creased efficiency! taking of the application through the vari- 
Under this plan, anyone whose firm is a dona ous stages of handling the account, is covered 
fide member of the National Retail Credit in practical, “how-we-do-it” articles, written 
Association may subscribe to The Crepir by nationally recognized credit authorities. 
Wortp. Subscription price, $2.00 per year. 
a ne Credit Executives Note: For about one-half 
To the thousands of ambitious workers in sip igs a e pee ga 
the credit and collection departments of retail a * day each, you can put this educational 
stores—many of whom will be the credit ex- material in the hands of your assistants. And 
ecutives of tomorrow—The Crepir Wortp you'll find it an investment in increased efh- 
offers, month after month, the latest devel- ciency! (Note: The $2.00 subscription does 
opments in credit methods and practice. not carry membership privileges. ) 


Subscriptions, $2.00 per year—if your firm is a member of this Association 
Just List the Names in a Letter and Attach Your Check 


NATIONAL RETAIL CREDIT ASSOCIATION 


1218 OLIVE STREET SAINT LOUIS, MO. 








